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Busy people respect the Salesman who 
is brief and to the point. That state- 
ment is not new but the fast tempo of 
today’s business, which is building for 
victory, makes directness an essential 
ingredient of the successful sales inter- 
view. /Etna Life Salesmen, schooled in 
the principles of organized selling, are 
reaching busy prospects today through 


modern sales plans. 
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ACTUAL SIZE 81, x 11 — 56 PAGES 


A Book for Practical, Busy Men! 


This NEW book is in the very same style as ‘‘Partner- 
ships"*—brief and to the point, with no padding, only 
the essentials in simple, understandable terms. 


Comprehensive! 


To the best of our knowledge this is the most complete 
text available on Key Man Insurance, covering every 
phase of the subject from A to Z—important facts 
about the human asset in business, its importance in 
profit-making, the economic value of Key Men, how 
business can indemnify itself against -financial loss by 
death of a Key Man, how Key Man Insurance is being 
sold, sample proposals and forms, how to answer 
objections, and answers to a few of the important tax 
questions. 





Another Best Seller: 


KEY MEN 


and LIFE INSURANCE 
In Up-To-Date Dehydrated Form 


THE SECOND BOOK IN A 
BUSINESS INSURANCE SERIES 


by H. P. GRAVENGAARD 
Associate Editor of The Diamond Life Bulletins 


Early Readers say: 

. “It's thorough"... “It's 
“It's just what we need". . 
“It's the best I've ever 


“It's exceedingly timely" 
easy to understand"... 
“It's a fine piece of work"... 
read on Key Man Insurance." 


It’s Timely! 
Never before has there been such a pressing need for 
Key Men in business and industry. And never before 
has there been such an evident and frank appreciation 
of the Key Man's direct relationship to profit-making. 
That's why Key Man Insurance has such a strong appeal 
to successful business today! 


Its Uses! 
They're using it for individual study! They're using it for 
clinics! They're using it as a Company Course! They're 
using it as a reference book! They're using it as a 
soliciting document! 
And most important of all: The Students Carry Through! 
It's practical! 


YOU CAN’T AFFORD TO BE WITHOUT THIS AID TO GREATER SALES! ORDER YOUR COPY NOW! 


COMBINATION STUDY GUIDE AND QUIZ SHEET 
will be furnished free with each copy of the book. 
And a Folder containing the ‘‘Answers"’ to all questions 
will be provided gratis to all Managers and Clinic 
Leaders. 
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Reversionary Right 
Subjects Proceeds 
to Estate Levy 


Contrary to General 
Belief, 1942 Law Still 
Makes It a Test 


NEW YORK-—-It has been quite gen- 
erally assumed throughout the life in- 
surance business that the 1942 revenue 
act, in providing that a reversionary in- 
terest in a policy shall not be considered 
an incident of ownership, made it pos- 
sible for a policyholder to assign a policy 
completely and yet retain a reversionary 
interest without the proceeds being for 
that reason subject to estate tax, which 
of course would apply if any incident 
of ownership were retained. 

However, several well qualified tax 
atttorneys who have studied the entire 
act and the regulations interpreting it 
have come to the conclusion that if the 
insured has given away all incidents of 
ownership but has reserved a reversion- 
ary interest the proceeds must be in- 
ciuded in the gross estate even though 
they would have been tax free had he 
not made that reservation. Whether the 
incidents of ownership had been trans- 
ferred by assignment or in some other 
way would make no difference. It is 
understood on good authority that the 
treasury holds this view and will pro- 
ceed on this basis in levying the tax. It 
should be noted, however, that the pos- 
sibility that the policy might revert to 
the insured as heir at law, without his 
having made any reservation, would not 
subject proceeds to estate tax. That is, 
if a man should assign a policy irrevoca- 
bly to his wife, without reserving a re- 
versionary right or any other right, the 
fact that he would automatically inherit 
the policy from her as her sole heir in 
the event of her predeceasing him would 
not be considered a reversionary inter- 
est. Nor would a policy which the in- 
sured never owned be subject to estate 
tax even though it contained a provision 
that in the event of the death of the 
owner (the wife, for example), it would 
become the property of the insured. 


Involved in Important Cases 


The effect of a reversionary interest 
has been the subject of some important 
federal tax cases and is of interest to 
many policyholders having enough in- 
surance so that it and the rest of their 
estate are subject to the estate tax. It 
comes up frequently because an insured 
very often wants to assign a policy to 
his wife in order to get the tax advan- 
tage hut wants to make sure that in the 
event she dies hefore him control of the 
insurance will come back to him and not 
go to her estate or to contingent bene- 
ficiaries that might be named. 

3asis for the current belief that a re- 
versionary interest could be reserved 
withont affecting taxability lies in sec- 
tion 811 (¢) (B) which states that for 
Purnoses of this clause. which deals with 
incidents of ownership as criteria of 
taxability, a reversionarv interest shall 
not be considered a legal incident of 
ownership, 


Transfer “At or After Death” 


The reversionary interest is actually 
taxed nnder section 811 (c). This states 
that if a transfer is “at or after death” 
and if a reversionary interest remains 
it means that the estate has not been 
(CONTINUED ON PAGE 18) 





Syracuse Lawyer 
N. Y. Superintendent 


R. E. Dineen Named— 
Gontrum to Bench; Ensor 
New Md. Commissioner 


NEW YORK—Governor Dewey has 
appointed Robert E. Dineen of the Sy- 
racuse law firm of Bond, Schoeneck & 
King as insurance superintendent. t. J. 
Cullen, who has been acting superin- 
tendent since L. H. Pink left office Feb. 
1, resumes his old position of first dep- 
uty. . 

Mr. Dineen was born in 1903. He 
graduated from Syracuse University 
law school in 1924. Except for a period 
when he adjusted logging and lumber- 
ing claims at Saranac Lake for Lumber 
Mutual Casualty he has been practicing 
law in Syracuse.He is a member of the 
compensation and aviation law commit- 
tees of the New York State Bar Associ- 
ation. 

Mr. Dineen is a member of the In- 
ternational Association of Insurance 
Counsel. After graduating from law 
school he served his clerkship with the 
Syracuse law firm headed by Wm. H 
Foster, who was general counsel for 
Aetna Life in Syracuse. He joined his 
present law firm in 1926 and became a 
member of the firm in 1934. He is a li- 
censed pilot. He is the father of four 
children, the oldest of whom is five. 


NEW MARYLAND APPOINTEE 


John B. Gontrum, who has been_ in- 
surance commissioner of Maryland since 
1939, has been appointed by Governor 
O’Conor as an associate judge in the 
third judicial district, embracing Balti- 
more and Harford counties. Mr. Gon- 
trum was chairman of the executive 
committee of the National Association 
of Insurance Commissioners at the time 
of the Boston convention in June. He 
declined to be considered for vice-presi- 
dent of the association, the position to 
which he would naturally have ascended 
and he indicated at that time that there 
would be some developments that would 
make it unsuitable for him to continue 
to hold an official position in the com- 
missioners association. 

Two days after the appointment, of 
Mr. Gontrum to the judicial position, 
Governor O’Conor appointed Law- 
rence E. Ensor as the new Maryland in- 
surance commissioner. Mr. Ensor has 
been state’s attorney for Baltimore 
county. He has practiced law in Tow- 
son, which is the county seat of Balti- 
more county, since 1919. He served four 
years as assistant in the state’s attor- 
ney’s office and was in his second term 
as state’s attorney when he was_ ap- 
pointed insurance commissioner. He is 
45 years of age and is past president of 
the Towson High School Alumni Asso- 
ciation, past department commander of 
the American Legion and former ex- 
alted ruler of Towson Elks. 

Just a few weeks ago Mr. Gontrum 
made a great address in Chicago before 
the meeting of the insurance section of 
the American Bar Association in which 
he called for aggressive resistance to 
any move to set up a system of federal 
supervision of insurance. He is an in- 
spiring orator and is a conscientious 
public official. He became intensely in- 
terested in fire prevention when he was 
appointed commissioner and as _ chair- 
man of the fire prevention committee of 
the commissioners’ association he has 
been striving to arrive at some program 
for nation-wide participation of fire in- 
surance interests in the insnection of 
war essential risks for the OCD that are 
not on the army or navy master re- 
sponsihilitv list. 

At the San Francisco convention of 
the commissioners several years ago 





N.A.L.U. Trustees 
Pick Buffalo for 
Mid-Year Session 


The board of trustees of the National 
Association of Life Underwriters, at its 
post-convention meeting at Pittsburgh, 
decided to hold the midyear meeting 
next spring at Buffalo, the date to be 
decided later. It received invitations 
from the Roanoke and Buffalo associa- 
tions. The trustees also went on record 
as favoring the holding of a 1944 busi- 
nesslike annual meeting, like the Pitts- 
burgh gathering, at a place and date to 
be decided at the midyear meeting. 

The board approved the recommenda- 
tions of the pregram committee to en- 
large further the speakers’ bureau proj- 
ect which was so successfully developed 
by the outgoing administration. The 
elaborated plan will include a series of 
regional conferences and sales con- 
gresses to be staged by the National 
association at which officers and trustees 
will appear. Following each regional 
conference one or more officers or trus- 
tees will visit as many as possible of 
the local associations in the territory 
surrounding the regional meeting. 


Added Benefit Expected 


Last year association officers and trus- 
tees conducted 353 visits to local associ- 
ations and it is hoped that many more 
will benefit from such conferences and 
sales congresses sponsored by the na- 
tional officers. 

The board also considered those parts 
of a report by Executive Vice-president 
J. E. Rutherford which were not re- 
leased during the convention but which 
were referred to it by the outgoing 
board. Mr. Rutherford had proposed 
certain rearrangements of committee 
functions and setups which required 
lengthy discussion and_ consideration. 
The decision of the board in these mat- 
ters will be the subject of a release soon 
to be issued from national headquarters. 

Further consideration was given to 
recommendations of the legislative com- 
mittee for the promotion of the fu- 
ture program. 


State Governors 
Probe Federal 


Insurance Issue 


The executive committee of the Gov- 
ernors’ Conference at its meeting in 
Lincoln directed that an investigation 
be made of federal interefernce with 
matters that are rightfully the business 
of the states. One of the points upon 
which the executive committee desires 
to be enlightened is the problem of 
regulation of insurance companies by 
the states. Frank Bane of Chicago, ex- 
ecutive’ secretary of the Council of State 
Governments, is to make the investiga- 
tion for the Governors’ Conference. He 
is to submit a report at the meeting of 
the governors in Chicago, Nov. 19-20. 








when there was a bitter cleavage be- 
tween certain western commissioners 
and the eastern group, Mr. Gontrum 
exerted a valuable harmonizing influ- 
ence. 

Mr. Gontrum served at one time as 
secretary of state for Maryland and also 
as a judge of the appeal tax court. He 
was an unsuccessful candidate for nomi- 
nation for attorney general in 1938. He 
has been very close to Governor 
O’Conor. He was at one time a news- 


paper publisher at Towson, Md., and he 
now operates a large farm near Kings- 
ville. 


Bills in Congress 
Exempt Insurance 
from Sherman Act 


Strong Support Seen 
for Measures Prompted 
by Fire Insurance Cases 


Two bills have been introduced in the 
House of Representatives and one in 
the Senate which would specifically ex- 
empt insurance from the application of 
the Sherman anti-trust and Clayton 
acts. Senator Van Nuys of Indiana, co- 
sponsor with Senator Bailey of South 
Carolina, of the Senate bill, declared 
that there will be strong support for the 
bills in both houses. The bills are the 
result of the government’s anti-trust 
moves against the stock fire companies 
in Atlanta and New York and the pos- 
sibility that the government may take 
similar action against other types of in-. 
surance. It will be recalled that the 
anti-trust division recently had investi- 
gators at the New York City office of 
the New York department looking into 
casualty rate-making. 

All three bills have been referred to 
the respective judiciary committees. 
Speaking for the Senate bill, Van Nuys 
said there would be hearings on it soon 
and that it would get good support 
when it comes up for debate on the 
floor of the Senate. Reports are cur- 
rent that the administration is not in 
sympathy with the anti-trust prosecu- 
tions of insurance companies, which 
were begun by Thurman Arnold, for- 
mer assistant attorney general in 
charge of the anti-trust division. 


Authors of House Bills 


Authors of the House bills are Wal 
ter of Pennsylvania and Hancock of 
New York. Hancock is a Republican, 
Van Nuys, Bailey and Walter are 
democrats. 

The Van Nuys-Bailey bill, to which 
the other two are in general similar, 
reads as follows: 

“To affirm the intent of Congress 
that regulation of the business of in- 
surance remains within control of the 
several states and that the acts of July 
2, 1890, and Oct. 15, 1914, as amended, 
be not applicable to that business: 

“Whereas, prior and subsequent to 
the acts of July 2, 1890, and Oct. 15, 
1914, the business of insurance was and 
has been, and is now, regulated by the 
several states: 

“Whereas, as a matter of local con- 
cern, the several states, respectively, 
each as it deems for the best interests 
of its citizens do regulate all acts of 
insurance companies performed within 
their respective borders: and whereas, 
it has not been, nor is it now, the in- 
tent or the desire of Congress to in- 
vade the rights of the states or to as- 
sume to itself functions which have 
long been accepted as best performed 
bv the states; 


No Need for U. S. to Act 


“Whereas, there is now no _ need, 
through a federal bureau or otherwise, 
for Congress to displace or encumber 
regulation by states of the business of 
insurance; 

“Whereas, it has not been, nor is it 
now, the intent of Congress that the 
acts of July 2, 1890, and Oct. 15, 1914, 
as amended, be constructed as apply- 

(CONTINUED ON PAGE 18) 
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Industry Group Issues Second 
Pension Trust Memorandum 


Special committees, representing Na- 
tional Association of Life Underwriters, 
American Life Convention, and Life 
Presidents Association. have been con- 
ferring with representatives of the 
Treasury Department in an attempt to 
reach a clear understanding of the new 
pension trust regulations, T. D. 5278. 
A conference held Aug. 19 was devoted 
largely to questions of a general nature. 
Subsequently a memorandum of this 
conference was circulated. 

A second conference with Treasury 
Department officials held Sept. 2 was de- 
voted to specific questions of general in- 
terest. There follows a memorandum 
summarizing the information developed 
at this second conference, prepared by 
the special committees. As in the case 
of the first memorandum, the conclu- 
sions expressed are the sole responsibil- 
ity of these committees; the memoranda 
have no official status. Nevertheless, it 
is hoped that they may serve as a guide 
to home offices and agents in matters re- 
lating to pension trusts. A third confer- 
ence with Treasury Department officials 
was held Sept. 14 and it is expected that 
a report on the results of this meeting 
will be released shortly. 

In the following, all sections refer to 
sections of the Internal Revenue Code 
unless preceded bv the number 19, in 
which case, they refer to sections of the 
regulations. 

I. Procedure in Determining (i) Com- 
pliance with Section 165(a) and (ii) De- 
ductibility of Contributions Under Sec- 
tion 23(p)(1). 

7. It is the commissioner’s present 1n- 
tention to give advance rulings on the 
qualification of pension trusts prior to 
the time such trusts are fully completed 
and executed. The proposal, however, 
must be submitted in its entirety in the 
form in which it is expected to be exe- 
cuted. Since additional precautions will 
be taken in the examination of such 
plans in comparison with those already 
executed, there may be considerable de- 
lay in obtaining approval of an uncom- 
pleted proposal. 

8. At present, the commissioner does 
not have in mind issuing any “yard- 
sticks” to be used as a test of discrimi- 
nation in favor of (i) stockholders and 
(ii) highly paid employes, but is giving 
consideration to the problem. 

II. Deductibilitv of Contributions Un- 
der Section 23(p)(1). 

7. If past service benefits have been 
purchased at different times for different 
groups of employes according to differ- 
ent sets of rates, the cost of past service 
benefits should be determined on the 
basis of the rates used at the time the 
respective benefits were purchased. The 
estimated cost of past service benefits 
not yet purchased should be determined 
according to the latest set of rates in 
use. In the case of a self-administered 
plan, however, if the basis for determin- 
ing cost is changed after the plan is 
established, all past service benefits 
should be recomputed on the new basis. 

8. The cost of past service benefits as 
of a certain date should be determined 
with respect to all employes, both active 
and retired, who have past service cred- 
its, as well as any former employes who 
still have any vested right under their 
past service annuities. 


Conclusion Is Deferred 


9. The method of determing cost of 
past service benefits which have been 
modified after the plan was originally 
created was discussed, but any conclu- 
sion was deferred pending a_ further 
clarification of the method to be used 
in computing past service costs under 
Section 23(p) (1) (A) (iii). 

10. If a corporation pays pensions to 


such of its retired employes and in such 
amounts as may be determined from 
time to time by its board of directors or 
responsible officers and in a manner 
which has any semblance of a “plan,” 
the deductibility of the cost of such 
benefits would be determined by the 
provisions of Section 23(p)(1)(D). On 
the other hand, if this action were taken 
strictly on a “pay-as-you-go” basis in 
accordance with no plan, the amount of 
deduction would probably be determined 
in accordance with Section 23(a). There 
would be essentially no difference in the 
result whichever section of the statute 
applied, except that if Section 23(p)(1) 
(D) were applicable, the taxpayer who 
makes his return on an accrual basis 
would not be permitted to take his de- 
duction for pension payments until they 
were actually made. 

11. If an employer purchases single 
premium immediate annuities as pen- 
sions for his retired employes under a 
plan which did not qualify under Section 
165(a), he might take his deduction for 
the total premiums paid in the taxable 
year when paid, if the payments met the 
test of reasonableness under Section 
23(a). See V-3 as to the employe’s tax. 
If such purchase of immediate annuities 
were made under a plan which qualified 
under Section 165 (a), the deduction 
would be subject to the limitations of 
Section 23(p)(1)(A) and all service 
would be considered past service. 


Additional Benefits 


12. If an employer provides a larger 
annuity or retirement than called for by 
the terms of the plan, e.g., enough to 
provide a monthly pension of $100, or 
provides the same rate of annuity at re- 
tirement prior to normal retirement age 
as would be payable commencing at that 
date, the cost of such benefits are to be 
treated as the cost of past service or 
supplemental benefits rather than normal 
cost. These additional benefits, however, 
will be treated as separate from the plan 
for the purpose of determining both the 


employer’s tax deduction and the em- 
ploye’s tax liability. (See VI-7 with re- 
gard to discrimination.) 

13. If credit refunds arising from di- 
vidends or canceled annuities are applied 
to liquidate some of the cost of past 
service credits already contracted, such 
credit refunds are to be regarded as part 
of the cost of past service subject to the 
10% limit provided by Section 23(p)(1) 
(A) (iii). If the credits are used to pur- 
chase additional past service benefits, the 
allowance under clause (iii) would have 
to be recalculated on the basis of total 
past service benefits. 

III. Meaning of Items Required by 
Section 19.23(p) (1)-2. 

7. In the case of new plans, the infor- 
mation required by Section 19.23(p)(1)-2 
should first be given as of the date on 
which the plan was established. There- 
after, in the case of new plans and in 
the case of all old plans, this information 
should generally be given as of the end 
of the year. Since much of this infor- 
mation, however, is of a general char- 
acter, it is possible that it may be given 
as of some date other than the end of 
the year, if this date is uniformly fol- 
lowed from year to vear and if it is in- 
convenient to furnish the information 
as of the year-end. 

V. Income to Employe. 

3. If an employer purchases a single 
premium immediate annuity for a re- 
tired employe under a plan which did 
not qualify under Section 165(a), the 
entire amount applied to purchase the 
annuity would be taxable to the employe 
in the year of such purchase. Since the 
tax would generally be prohibitive in 
amount such purchases are not likely 
to be made. 

VI. Qualification of Plans Under Sec- 
tion 165(a), Including Integration with 
Social Security Act. 

4. In determining whether or not a 
contributory plan limited to employes 
earning over a stipulated salary has been 
properly integrated with the social se- 
curity act, it is necessary to take only 





C.L. U. Officers at Pittsburgh Meeting 








Officers of the American Society cf Chartered Life Underwriters—Left to right, 


seated: 


Dr. S. S. Huebner, Philadelphia, President, American College of Life Under- 


writers; George E. Lackey, Massachusetts Mutual, Detroit, retiring president; M. Luther 


Buchanan, Union Central, Boston, new president. 


Standing: Dr. David McCahan, 


Philadelphia, secretary, and Edward A. Krueger, State Life, Indianapolis, treasurer, 
both reelected. James Elton Bragg, Guardian Life, New York City, vice-president, 


was not present, 


the employer’s contributions and the 
benefits resulting therefrom into account. 

5. A plan would be considered prop- 
erly integrated with the social security 
act which provided pensions of 40% of 
salary, including the benetits provided by 
social security, to all employes, but au- 
tomatically excluded all employes who 
would receive more than 40% of salary 
under that act. 

6. The existence of a provision in a 
group annuity contract whereby pre- 
mium payments for all employes or all 
employes of any specified class or classes 
may be suspended for one year (or per- 
haps longer with the consent of the in- 
surer), of itself, does not disqualify a 
plan under Section 165(a). If, however, 
the suspension is exercised in such a 
way that discrimination results, the plan 
may be disqualified on this ground. 


Larger Annuity 


7. An employer may provide a larger 
annuity at retirement than called for by 
the terms of the plan, e.g., enough to 
provide a monthly pension of $100 or 
mav provide the same rate of annuity at 
retirement prior to normal retirement 
age as would he payable at such time 
without disqualifving his nlan under Sec- 
tion 165 (a). These additional benefits 
must be provided in a way which will not 
discriminate in favor of shareholders, of- 
ficers, etc. In the case of plans limited 
to employes earning over a stipulated 
amount, such as $3,000, it would prob- 
ably be impossible to avoid discrimina- 
tion if this practice were followed. (See 
II—12 with regard to deductibility of 
cost). 

8. A plan may base past service bene- 
fits on salaries current at the time it is 
established, if there is no evidence of 
discrimination. It would doubtless be 
satisfactory to use the average salaries 
over the past five years and, if current 
salaries did not differ substantially from 
this average, they would be acceptable 
as a basis for past service benefits. 

9. There is no fundamental objection 
to the use of combination plans such as 
the following: (1) the coverage on ac- 
count of the first $3.000 of salary to be 
provided under a self-administered plan 
without death benefits, and (2) the cov- 
erage on account of salary in excess of 
$3,000 to be provided by individual re- 
tirement annuity contracts with ins"r- 
ance benefits. All such combination 
plans, however, will be carefully exam 
ined to see that discrimination is avoidet 
The problem of integrating such com- 
bination plans with the Social Security 
Act may involve some difficulty. 

10. Provisions with respect to dis- 
crimination are not applicable to pen- 
sions currentlv paid, if they are paid in 
accordance with no plan. Such pav- 
ments, of course, would be currently 
taxable to the pensioned employee. 

VIII. Miscellaneous. 

4. A profit-sharing plan under which 
the trustee purchases retirement bene- 
fits does not thereby become a pension 
plan unless the employer commits him- 
self to the continued payment of a speci- 
fied minimum scale of contribution 
toward those benefits. In this case, the 
plan becomes a pension plan to the ex- 
tent of such commitments and benefits 
corresponding thereto. If contributions 
are made to a trust on any basis condi- 
tioned upon profits or subject to the em- 
ployer’s control, even if the entire 
amount paid into the trust is invested 
in retirement benefits for the employes, 
then the plan is a profit-sharing plan. 
Under a profit-sharing plan, the trustee 
may invest in insurance contracts under 
which the death benefits are payable to 
the trust without making it necessary 


(CONTINUED ON PAGE 18) 
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NACL. U. Closing 
Pittsburgh Session 
Sets New High Mark 


Bill Power’s Act Sensa- 
tionally Successful— 
Crowd Greatly Exhilarated 


Probably no convention of the Na- 
tional Association of Life Underwriters 
has ever had a more successful finale 
than that in Pittsburgh last week. W. 
G. Power, public relations man for the 
Chevrolet Motor Car Company, was the 
feature. Word that he was a stem- 
winder had been passed around the con- 
vention in advance and the hall was 
well filled when he started and he had 
been on the stage only a short time 


when the whoops of delight from the 
crowd attracted all the loiterers outside 
and standing room and doorways were 
jammed for the hour and a half that he 
performed. 

Mr. Power has a prepared act that 
he is giving all over the country but 
unlike most such convention attractions, 
he does not appear on the scene a half 
hour before he is scheduled to appear, 
toss off two or three allusions that are 
faintly pertinent to the particular group 
that he is addressing and then go 
through his routine. Mr. Power was 
in Pittsburgh three days beforehand. He 
attended all the sessions, got well ac- 
quainted with many of the leaders, pre- 
pared special “props” for the occasion 
and within the framework of his act 
embodied successfully a great deal of 
local color. 


Will Rogers Style 


It is an act, rather than a speech. 
He works under a spotlight and on a 
stage set. He has a great many “props” 
and he engages in some acrobatics. For 
one period he carries on at some length 
while skipping rope, a stunt that 1s 
reminiscent of Will Rogers’ rope tricks. 
The act seems to have been built for 
the primary purpose of stimulating 
morale of war workers but it contained 
a great many selling pointers that were 
appreciated to the utmost by his life in- 
surance audience. He referred to the 
fact that his brother, Charles C. Power, 
is connected with the claim department 
of American United Life. 

Sidney Wertimer, Prudential general 
agent at Buffalo and trustee of the 
N.A.L.U., is credited with having se- 
cured Mr. Power for the convention. 

The speaking program at the general 
session was of an exceptionally high or- 
der throughout. Of the insurance speak- 
ers Harold S. Parsons, the million dol- 
lar producer for Travelers at Los An- 
geles, was outstanding and he gave the 
producers much solid advice that was 
highly appreciated. 

The convention goes down as one of 
the most successful in N.A.L.U. his- 
tory. The local arrangements were 
superb, the weather was _ pleasant 
throughout the entire week, the pro- 
gram was excellent and the schedule of 
events was well distributed. In the 
past there had been a great deal of con- 
gestion on Tuesday of convention week 
and considerable conflict. This was 
avoided this year by having the Million 
Dollar Round Table close its sessions 
Monday evening, the women and the 
managers’ section holding their meet- 
ings Wednesday afternoon which left 
Tuesday free for the National Council 
meeting. 

Hardly had the elections been held 
when those who are interested in the 
political aspects of the N.A.L.U. com- 
(CONTINUED ON PAGE 19) 


Commissioners to 
Meet in Chicago 


Executive Committee 
Will Hold Sessions at 
Edgewater Beach 


Commissioner McCormack of Ten- 
nessee, chairman executive committee 
National Association of Insurance Com- 
missioners, announces that a meeting of 
the committee will be held at the Edge- 
water Beach Hotel, Chicago, Oct. 7-8. 
A number of important matters will be 
presented. Commissioner McCormack 
states there is a possibility that there 
may be some change of plan in regard 
to the winter meeting of commissioners 
scheduled to be held in New York 
City the first week of December. The 
American Life Convention meets at the 
same hotel, Oct. 5-7. That always draws 
a number of commissioners. 

Inasmuch as the commissioners com- 
mittee will meet at the Edgewater 
Beach Hotel, undoubtedly there will be 
a number of insurance people present 
who will not be attending the meeting 
of the American Life Convention. 

The accident and health committee is 
planning to have either a session for the 
whole committee, or possibly only the 
subcommittee, and Commissioner 
Scheufler of Missouri has spoken of 
possibly having the social security com- 
mittee meet. 





Group Policies for Agency 


LOS ANGELES — California Agen- 
cies, Inc., California general agents for 
the Continental Casualty group, has 
presented all employes with group life 
and hospitalization policies. The agency 
is paying the entire premium on the 
policies, which are in Continental As- 
surance. 


Cash Value Demand 


Reaches Low Point 
with the Companies 


Calls for cash values sharply decreased 
during the first seven months as shown 
by a survey of the Institute of Life In- 
surance. During that time cash sur- 
renders paid out totaled $181,274,000, a 
decrease of 36% for the same period of 
last year and 48% from the same period 
of 1941. Matured endowment payments 
were much greater than in the previous 
year, totaling $193,106,000 in the first 
seven months, about 23% more than 
in the same period of 1942. Payments 
in July and the seven months were 
as follows: ; 

July First 
Pay ...cats 7 Mounchs 
$650,850,000 
Matured Endow- ; 

ments ......... 25,388,000 
Disability ....... 7,280,000 
Annuities ....... 13,992,000 
Surrender Values 23,699,000 
Dividends to Pol- 

icyholders .... 31,723,000 


WOME. ecense $192,134,000 $1,416,429,000 


U. S. Chamber to 
Oppose Compulsory 


Labor Conscription 


WASHINGTON—The directors of 
the United States Chamber of Com- 
merce at its meeting here, adopted the 
recommendation of its insurance com- 
mittee as a result of action taken at the 
committee’s meeting in Washington 
Sept. 16 that the directors oppose enact- 
ment at this time of legislation designed 
to bring about compulsory conscription 
of labor. The insurance committee’s 
recommendation was included in its re- 
port to the directors. 
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is right now. 


“Christmas parcel.” 


a letter. 
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WILLIAM H. KINGSLEY 
Chairman of the Board 





LET’S NOT FORGET! 


Many of our armed forces overseas were empty-handed last 
year at Christmas time because of late mailings of gift pack- 
ages. Morale-wise that mattered a great deal, so much so that 
this year Uncle Sam has willingly set aside sufficient of its 
priceless shipping space to take care of millions of packages. 
The Post Office is using it right now. 


Christmas parcels and packages for Army personnel over- 
seas must be mailed from September 15 to October 15, which 
Christmas parcels and packages for Navy per- 
sonnel, September 15 to November 1. 
And since one never knows when a sol- 
dier or sailor may be moved, why not think of them all as 
“overseas” as far as early mailing is concerned? | 


Limits of weight, five pounds a package, length 15 inches, 
or length and girth combined 36 inches. 


Their own consulted choice of gift popularity goes in this 
order: cigarettes, then socks, wrist watch, shirts, stationery, | 
pen and pencil set, gloves and hangers, clothes brush, furlough 
bag. There is another much appreciated gift, and you can | 
afford to send one to every service man or woman you know. 
Cost: three cents and some of your time and thought. That’s 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 





Endorse each package 





+ 


JOHN A. STEVENSON 
President 

















Activity on 
War Loan Drive 


Life Companies and 
Agents Buy Bonds and 
Help Promote Them 


Subscriptions to date by American 
and Canadian life insurance companies 
in the third war loan drive as reported 
to the Institute of Life Insurance, 
amount to $1,662,709,000. This repre- 
sents subscriptions entered so far by 
companies comprising more than 90% of 
the business. A number of companies in 
reporting their subscriptions indicated 
that they planned to increase the amount 
later. 

In releasing the figures, the Institute 
emphasized that in a majority of cases 
the subscriptions made by _ individual 
companies had already been included in 
the totals for the states in which they 
were filed. With part of the business 
still to be heard from, the total already 
exceeds the aggregate of subscriptions 
by all life insurance companies in the 
second war loan drive. 

“Life insurance is doing as much as 
possible to help finance the war effort,” 
Holgar J. Johnson, president of the In- 
stitute, said, “because it recognizes that 
sound financing of the war requires that 
the savings of the people go into war 
bonds.” 

Including subscriptions to the third war 
loan drive, life insurance companies’ pur- 
chases of government bonds since the 
start of the year have amounted to 
more than $5,000,000,000. This, taken 
together with purchases in 1942, amount- 
ing to $4,650,000,000, makes the aggre- 
gate purchases since the war started in 
the neighborhood of $10,000,000,000. 

\ cash subscription of $53,000,000 to 
the third war loan was made by Mutual 
Life of New York, and the company is 
planning to purchase later a substantial 
additional amount of the third war loan 
issues. 

Big Companies Subscriptions 


The $53,000,000 subscription raises the 
company’s total investment in govern- 
ment securities to $702,000,000, equiva- 
lent to 43% of its total admitted assets. 
In the first, second and third war loans 
combined, Mutual Life has subscribed 
to $262,700,000, and in addition pur- 
chased $140,000,000 of the so-called tap 
issues offered in May and August, 1942, 
bringing its total subscriptions to war 
bonds to $402,700,000. 

President T. I. Parkinson of Equitable 
Society, at a meeting attended by lead- 
ers among the war bond salesmen in the 
company’s New York field and home of- 
fice torce, reported to Chairman Walter 
Johnson of the communities’ division of 
the New York war finance committee 
that Equitable’s New York City em. 
ployes and agents, though the campaign 
is only half over, have already accounted 
for $6,350,000 in war bond sales to more 
than 3,000 individual buyers. He ex- 
pressed gratification at the large number 
of individual purchasers and pointed out 
that this is directly in line with the gov- 
ernment’s desfre to obtain widespread 
distribution of the bods. 

Mr. Parkinson also announced that 
Equitable has increased its original $225,- 
000,000 purchase of third war loan bonds 
by $25,000,000 and that the finance com- 
mittee has authorized the purchase of an 
additional $50,000,000 between now and 
the end of the campaign. 

The $6,000,000 purchase of Pacific Mu- 
tual Life was announced in an unusual 
way. The Gracie Allen-George Burns 
show on a national hookup plugged the 
bond drive with a humorous skit, at the 
end of which President Asa V. Call of 


(CONTINUED ON PAGE 19) 
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Qualification Laws 
Need Modernization 
and Strengthening 


Commissioner Perkins of 
Maine Stresses Point in 
Vermont Agents Talk 


Commissioner A, W.. Perkins of 
Maine spoke before the meeting of the 
Vermont Association of Insurance 
Agents on the modernization of insur- 
ance and agents qualification laws. He 
asked why it was necessary to modern- 
ize these acts. He referred to two 
groups who oppose any changes. First 
are those who are definitely against 
private insurance. They believe only in 
government insurance, a situation that 
leaves no place for the agent. They 
are favoring the Beveridge plan and in- 











* RAY HODGES, SUPT. 
OF AGENCIES, OHIO NAT’L 


LIFE, IS STAGING AN UN. 
USUALLY INTERESTING 
“CONVENTION BY MAIL” FOR 
HIS HONOR CLUB. 


* * 
DIVIDED into four 
with an evening “banquet,” ac- 
tion photos, “introductions” and 
“applause,” the fast-moving “con- 
vention” never loses its “conven- 
tion” atmosphere. If you are in- 
terested, I am sure Mr. Hodges 
will gladly send you details. 

* * + 
SO SUCCESSFUL are mail “con- 
ventions” and group meetings 
that perhaps we shall never re- 
turn to the big company conven- 
tion. 


sessions, 


* * * 
TRAINING TECHNIQUES 
likewise are undergoing whole- 
some changes as a result of cur- 
rent war-time lessons. Already 
we are working with some of the 
major companies in a complete 
over-hauling of procedures and 
materials. Revamping is impor- 
tant in view of the fact that the 
postwar recruit will be a some- 
what different man than yester- 
day’s recruit, 


PAUL SPEICHER 
Managing Editor 


TRE INSURANCE 
RESEARCH & REVIEW SERVICE 
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creased social security benefits. They 
would eliminate the middle man if they 
could. Mr. Perkins said that the cost 
of such social insurance plans would be 
very heavy. 

Want More Centralization 


The other group is one which is 
seeking to centralize all governmental 
functions in Washington, D. C. They 
are generally known as the bureau- 
crats. They would wipe out states 
rights and turn the state insurance de- 
partments into federal subdepartments. 
Their scheme would be to run them not 
by representatives of the people but by 
another combination of the alphabet. 
They would never account for anybody 
or anything. These two groups, Com- 
missioner Perkins said, lead a whisper- 
ing attack on the agency system by 
pointing to the lack of qualifications re- 
quired by state laws. They forget the 
training which an agent receives from 
his company, from his field men, from 
supervisors. 

He asks, what is the answer? He 
said, “Let us put our house in order 
by increasing our qualification require- 
ments. Let’s see to it that proper bills 
are brought before our respective legis- 
latures on this subject. All of us have 
resented from time to time the appear- 
ance of the so-called butcher, baker and 
candlestick maker in the insurance 
business. A certain amount of profes- 
sionalism will give us better agents. It 
would promote clean competition. It 
would satisfy the chief criticism of the 
bureaucrats and above all will give the 
insuring public better service than ever 
before.” 


Applicant Should Prove His Ability 


Mr. Perkins said that an applicant 
for a license should be required to prove 
his ability to hold such. He should be 
required to pass not only a written but 
a practical test as to his ability. There 
is plenty of material available which 
will give him a good idea of the theory 
of insurance. He said it might be well 
for a committee to be appointed rep- 
resenting companies, agents and the 
state department for the purpose of 
outlining the material to be studied by 
a prospective agent. 

He asked whether the agency busi- 
ness should be open to anyone. He 
replied in the affirmative if a person 
wishes to make it hjs principal busi- 
ness. It should not be open to those 
who by occupation would be placed in 
a favored position or to those who will 
use their agent’s license to obtain a re- 
bate in premium directly or indirectly. 
He said the Ohio law is quite explicit 
on this subject. 

The Massachusetts law limiting con- 
trolled business to 10% of a producer’s 
volume has received much attention due 
primarily to the introduction of the 
Fowler bill at the last legislative ses- 
sion. The purpose was to increase this 
percentage to 25%. It failed to pass. 


Ohio Statute More Practical 


Commissioner Perkins thinks that the 
Ohio statute is the more practical. It 
says, “In applying for such license it 
is not the appointee’s purpose or intent 
principally to solicit or place insurance 
on appointee owned property or that of 
relatives, employers or employes or 
that for which they or the appointee 
is agent, custodian, vendor, bailee, trus- 
tee or payee.” The adoption of a flat 
and rigid 10% he held is arbitrary. He 
said there is a question of constitution- 
ality of various qualification laws. A 
broad statute will probably have a bet- 
ter chance of being held constitutional 
than a specific one with an arbitrary 
percentage. Commissioner Perkins in 
his conclusion summed up his thoughts 
as follows: 

“I see modernization of the insur- 
ance industry as closer cooperation be- 
tween companies, agents and enforcing 
bodies—public relations will be stressed 
so that the need for insurance and the 
agent’s place in the business will be 
understood by the general public. It 
is your duty, through your association, 
and mine as the head of a state de- 
partment to work in harmony for the 


Ordinary Gain of 
35% Reported by 
Research Bureau 


With a 35% increase in August ordi- 
nary sales, the eight month total is 3% 
ahead of the comparable 1942 figures, 
the Sales Research Bureau reports. Al- 
though marked gains in new business 
have been registered in recent months, 
the $4,742,133,000 ordinary sales for the 
year to date have now exceeded the com- 
parable 1942 total for the first time in 
1943. August sales totaled $610,607,000. 

Middle Atlantic, west north central, 
south Atlantic, mountain and Pacific 
coast states were above average in Au- 
gust sales. Of the six states in which 
$25,000,000 or more of ordinary was 
written in August, New York led with 
a 49% gain, followed by California with 
34%, Michigan 33%, Illinois 31%, Penn- 
sylvania 30% and Ohio 22%. 

New York City registered an out- 
standing August gain of 56%, although 
it is still off 5% for the year to date. 
Los Angeles was ahead 45% in August, 
6% for the year; Philadelphia, 39 and 
—1; Chicago 36 and 1; Cleveland, 26 
and —3; Detroit 20 and 0; Boston 18 
and —6; and St. Louis 12 and —15. 


Chicago C. L. U. 
to Hold Economic 


Conference Oct. 15 


The Chicago chapter of C.L.U. will 
hold an economic conference in the 
LaSalle Hotel the afternoon of Oct. 15 
at which the speakers will be Randolph 
Paul, general counsel of the U. S. 
Treasury; Neil H. Jacoby, professor of 
finance and secretary of the University 
of Chicago and Ben S. McGiveran of 





the Compensation Research Bureau, 
Chicago. 

Mr. Paul will discuss taxation, Mr. 
Jacoby ‘Post-War Economic Expan- 
sion, the Individual and the Collective 
Task,” and Mr. McGiveran, employes’ 
trusts. 


Because of the importance of the sub- 
jects and the standing of the authorities 
who will discuss them, the meeting will 
be open to business and professional 


men as well as to life agents. Tickets 
will be available at $1.50. 
Clarence E. Smith, Northwestern 


Mutual Life, president of the Chicago 
chapter of C.L.U., is in charge. Robert 
R. Reno, Jr., Equitable Society, is chair- 
man of the arrangements committee, 
and Robert J. Murphy, Prudential, is 
chairman of the publicity committee. 

In the evening the C.L.U. chapter 
will hold its annual meeting with Mr. 
Smith presiding. 


Jamison to Be Speaker at 
Chicago Managers Meeting 


John H. Jamison, manager of field 
training of Northwestern Mutual Life, 
will address the Oct. 5 annual meeting 
of the Life Agency Managers of Chi- 
cago.on “Needed: A Philosophy of Man- 
agement.” He formerly was on the staff 
of the Sales Research Bureau and is a 
widely recognized authority on agency 
management practices. 

President Earl M. Schwemm an- 
nounced the meeting also will be a cele- 
bration of winning the ““Managers’ Mag- 
azine” cup for outstanding job done 
among managers associations through- 
out the country in the last year. This 
trophy, which was won by the Chicago 
organization for the second consecutive 
year, was presented at the Pittsburgh 
conference of the National Association 
of Life Underwriters. 








promotion of our common cause. Let 
it not be said that we failed in our 


duty.” 


SAVE 
MONEY 


with 
Burroughs Office 
Machine Supplies 
Find out today how you can have 
quality supplies delivered as you 


need them ... and save 10% to 
40% on the purchase price through 


one of Burroughs’ quantity discount 


plans. For full details, phone the local 
Burroughs office, or write to Burroughs 
Adding Machine Company, Detroit. 
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Interest Atfa hes 
to Special Meeting 
of Presidents Body 


American Life Convention 
Proposition Will Be 
Discussed by Members 


NEW YORK—Inmportance attaches 
to the special meeting of the Associa- 
tion of Life Insurance Presidents that 
will be held here Oct. 1. The chief 
question to be discussed will be the 
closer cooperation with the American 
Life Convention and the possible merg- 
ing of the two interests in some way. 
The American Life Convention will 
hold its annual meeting in Chicago the 
next week. These will be very impor- 
tant meetings of both the Life Presidents 
and the American Life Convention. The 
eastern committee of the Life Presi- 
dents that met with a similar commit- 
tee from the American Life Convention 
to discuss future alignment of the two 
institutions was headed by President 
George Willard Smith of the New Eng- 
land Mutual while the A.L.C. chairman 
was O. J. Arnold, president Northwest- 
ern National Life. The American Life 
Convention will have a special executive 
session the evening of Oct. 5, when the 
whole plan recommended by the joint 
committee will be presented. Before 
anything can be done, naturally the 
membership must pass on it. 
Presidents’ Delegation 

The Life Presidents’ Association will 
be officially represented at the annual 
meeting of the American Life Conven- 
tions by Leroy A. Lincoln, chairman, 
president Metropolitan Life; Franklin 
D’Olier, president Prudential; George 
L. Harrison, president New York Life 
and George Willard Smith, president 
New England Mutual Life. 

The A.L.C. and Life Presidents have 
been working in extremely close har- 
mony and the fact that this prominent 
delegation of four eastern company 
presidents is making the trip to Chicago 
is regarded as particularly significant. 

None of the eastern committee rep- 
resent A.L.C. companies. The issue 
very definitely hinges on the desirabil- 
ity of enlarging the western association 
by having large eastern companies as 
members. In some ways the structure 
and operating plans of the two organi- 
zations are different. The sentiment 
here favors all hands united, pooling 
political, financial and other resources, 
thus eliminating duplication, 


Warns D. of C. Life Men 


Against Fire, Casualty Sales 


WASHINGTON — Superintendent 
Jordan of the District of Columbia, in 
a bulletin to life insurance brokers and 
general agents calls attention to the fact 
that persons who are licensed to sell 
life insurance but who are not licensed 
otherwise have no authority to sell fire 
and casualty policies. He states that he 
has been advised that persons licensed 
to act exclusively as representatives of 
life companies occasionally have been 
soliciting some form of fire or casualty 
insurance. He warns that such proce- 
dure will be regarded by the depart- 
ment as a deliberate violation of the law 
and may bring suspension or revocation 
of life insurance license. 


Record Collection in Tenn. 


The annual report of the Tennessee 
department shows a record total rev- 
enue collection of $2,290,008, with oper- 
ating expenses of only $137,550. 
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New California 
Insurance Commissioner 





Maynard Garrison, the new insurance 
commissioner of California, has been a 
member of the 
Betts & Garrison 
law firm of Los 
Angeles. He was 
born in California 
in 1906 and after 
graduating from 
the law school of 
Loyola University 
in 1929 started to 
practice law. He 
joined the Insur- 
ance Exchange of 
the Automobile 
Club of Southern 
California in 1924 
and was appointed 
associate counsel in 1929. Since 1932 he 
has been engaged in private practice, 
specializing in insurance work. 





Maynard Garrison 


Major Stowe to Speak 


Maj. Alvin J. Stowe of the War De- 
partment at Washington will be the 
luncheon speaker at the Legal Section 
of the American Life Convention its first 
day, his subject being “Security of War 
Information.” 
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A. S. Potwin Clarifies Tax 
Situation for Agents 


Insurance recently has had a rather 
full introduction to taxation, Arthur S. 
Potwin, attorney of Connecticut Mutual 
Life, said in his talk before the Spring- 
field (Mass.) Life Underwriters Asso- 
ciation. At first this meeting was an 
“encounter” in the sense that it was not 
fully expected, but now even the newest 
agent learns that life insurance really 
“encounters” taxation by overcoming 
its problems, he said. 

Mr. Potwin discussed three types of 
tax problems, how they affect the agent, 
and how insurance provides sound solu- 
tions. He emphasized that those in life 
insurance are interested in having insur- 
ance continue its successful encounter 
with these and other problems because 
“only our good faith with all the public 
can justify the retention of our present 
favorable position.” 

Mr. Potwin, who joined Connecticut 
Mutual in 1939 in the legal department, 
was a member of the committee repre- 
senting life insurance companies before 
the Treasury Department for the pur- 
pose of obtaining clarification of pension 


trust regulations. He now is a member 
of the committee representing life com- 
panies in connection with the salary 
stabilization regulation pertaining to in- 
surance sales. 

Mr. Potwin emphasized the tax prob- 
lem faced by the employer. The anti- 
inflation law has made salary increases 
almost impossible at a time when many 
employes need and have reason to 
expect a greater income, he said. Here 
again life insurance meets the problem. 
The chief interest of life insurance peo- 
ple is in the two exceptions to the 
definition of wages under the law: Pre- 
miums paid by the employer on life 
insurance if not exceeding 5% of the 
employe’s salary, and contributions by 
an employer to a pension trust if the 
trust qualifies under the tax law. 


Mistake Could Mean Bankruptcy 


This is a vital tax problem because 
a violation of the anti-inflation law or 
its regulations results in a loss of the 
tax deduction for the entire compensa- 
tion of the employes concerned. A bad 
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could practically bankrupt a 
corporation, Mr. Potwin said. 

So an employer who, because of a 
greed for tax deductions, fails to follow 
the precepts promulgated by the govern- 
ment will find that he has lost those 
deductions already accorded him. He 
will lose on the well-known gamble of 
“double or nothing.” 

In regard to the “5% insurance plan” 
these precepts are fairly simple. No 
approval by the wage or salary stabili- 
zation units is required where ordinary 
life insurance policies are written on a 


mistake 


representative group —the regulations 
say “more than a small number of 
selected individuals.” Recent rulings 
indicate that no employe of a depart- 
ment may receive such benefits unless 
they are extended to all employes in 
that department, he said. It is also 


clear that ordinary or whole life policies 
must be used because the cash and loan 
values would not then be a large part 
of the premium. Where there is any 
doubt as to whether the benefits are 
extended to a proper group, or where 
it is desired to purchase annuity con- 
tracts for uninsurables within the chosen 
group, an approval should always first 
be secured. 


Some Plans May Not Qualify 


The anti-inflation law, in providing an 
exception for “insurance and pension 
benefits in a reasonable amount,” gave 
no notice of these restrictive regulations 
and rulings and, consequently, there are 
some “5%” plans in effect which would 
not automatically qualify. Even before 
it is known to what extent the restric- 
tions will be retroactive, it might be 
advisable to seek approval of the sta- 
bilization units on these earlier cases. 
Such approvals are generally given 
unless circumstances indicate discrimi- 
nation. 

In regard to permissible contributions 
to a pension trust, Mr. Potwin con- 
tinued, the precepts to qualify under the 
anti-inflation law are those necessary to 
qualify under the tax law. The tax law 
and regulations are long and compli- 
cated and no pension trust case should 
be set up without the help of a com- 
petent lawyer. It is not essential that 
the insurance agent know these compli- 
cated tax rules from A to Z. It is bet- 
ter that he know the general principles 
on which the Treasury Department will 
judge the case he is soliciting. Pension 
trust plans whose benefits are extended 


under a fair formula to the employes in 
general will qualify, he said. Those 
which show discrimination—usually be- 


cause the owners or officers are feather- 
ing their own nests—will not qualify. 
The insurance man who cooperates 
with an employer who fails to display 
interest in all his permanent staff is 
bringing trouble to his client, to his 
company, and, most of all. to himself. 


Motive of Plan Is Test 


“The Treasury Department is inter- 
ested in the motives behind the plan,” 
Mr. Potwin explained. “There must be 
evidence of motives in addition to the 
desire to take advantage of the tax in- 
centive. The evidence would not be 
good in any case, in my opinion, if two- 
thirds of the cost of the plan (a situa- 


tion found in many small cases) were 
used to purchase retirement  bene- 
fits for the group consisting of share- 
holders, officers, or the highly paid 
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| WANTED 


One of Chicago’s outstand- 
ing agencies representing 
one of America’s oldest life 
insurance companies has an 
opening for a man with Life 
| {Insurance experience—some- 
one who knows the statisti- 
cal end of the business. This 
is a salaried position. Com- 
municate with Box T-16, care 
The National Underwriter, 175 
W. Jackson Blvd., Chicago 4, 
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—who obviously are the ones who de- 
cide upon the pian. This group—if thus 
tavored—are no more entitled to tax 
deferments than the employer who in 
the past has attempted some salary 
withholding scheme in order to escape a 
tax on his salary—and who has never- 
theless been taxed under the construc- 
tive receipt theory because he controlled 
the withholding.” 

Mr. Potwin cited from the new tax 
regulations (T. D. 5278) the following, 
which summarizes in one paragraph 
several important considerations in pen- 
sion planning: 

If the plan is so designed as 
to amount to a subterfuge for the dis- 
tribution of profits to shareholders, even 
if other employes who are not share- 
holders are included under the plan, it 
will not qualify as a plan for the exclu- 
sive benent of employes. The plan must 
benefit the employes in general, al- 
though it need not provide benefits for 
all of the employes. Among the em- 
ployes to be benefited may be persons 
who are. officers and shareholders. 
However, a plan is not for the exclusive 
benefit of caine es in general if it dis- 
criminates either in eligibility require- 
ments, contributions, or benefits by any 
device whatever in favor of employes 
who are officers, shareholders, persons 
whose principal duties consist in super- 
vising the work of other employes, or 
the highly compensated employes. See 
section 165(a) (3), (4), and (5). All 
of the surrounding and attendant cir- 
cumstances and the details of the plan 
will be indicative of whether it is a bona 
fide stock bonus, pension, or profit-shar- 
ing plan for the exclusive benefit of 
employes in general. The law is con- 
cerned not so much with the form of 
any plan as it is with its effects if. oper- 
ation. For example, in section 165 (a) 

(5) the law specifies certain provisions, 
which of themselves are not discrimina- 
tory, but this does not mean that a plan 
containing these provisions may not be 
discriminatory in actual operation.” 


Should Get Approval 


The penalty for setting up a pension 
plan which is disqualified under the tax 
law being the same as the penalty for 
creating a “5% insurance plan” which 
offends the regulations under the anti- 
inflation law, he said, it is also advisable 
to secure an approval—from the Treas- 
ury Department in case of pension plans 
—where there is a reasonable doubt on 
any of the points here discussed. Insur- 
ance companies should always require 
an approval of a “border-line’” case 
before issuing policies. 


Executor’s Tax Problem 


The executor will also have a prob- 
lem, Mr. Potwin said. The revenue act 
of 1942 has greatly increased the agent’s 
responsibility for providing adequate 
funds for estate tax purposes. There is 
no longer a $40,000 exemption for insur- 
ance proceeds. Also, insurance proceeds 
are more likely to be included in the 
gross estate because the new law has 
added another test, the premium paying 
test, of taxability. The insurance itself 
has been made more responsible for 
paying the estate tax under the new 
revenue act. Formerly, insurance pro- 
ceeds were liable only for the tax “in 
respect to” the insurance. Under Sec- 
tion 827(b) of the internal revenue code 
as now amended, the executor can, if 
necessary, use insurance proceeds to 
apply to any unpaid estate tax whether 
or not such tax was created by the 
insurance itself, 

Make Insurance More Valuable 

These three changes in the tax law, 
Mr. Potwin believes, make insurance 
the more valuable because of the in- 
creased need of liquid funds for the 
executor’s use. The need is thus created 
for many additional tax dollars, and it 


becomes important to provide those dol- 
lars in as cheap a manner as possible. 
Life insurance is still the only sure way 
to provide a tax dollar at a cost of less 
than a dollar. 

Beneficiaries will have a problem, 
stated. 


he 
It is well admitted that income 


—  CCRANCS — 


taxes must be high for many years to 
come. The agent will not be doing the 
best he can for the insured’s family if 
the money left for their support is fully 
subject to high tax rates. Here lite 
insurance meets the problem = as 
nothing else could. 

zt | believe” he said, “that personal life 
insurance will be free from income tax 
to the beneficiaries just as long as the 
institution of life insurance enjoys its 
present good reputation. In addition to 
proceeds payable in a lump sum, it is 
now clear that all instalment payments 
under settlement options entered into by 
the insured prior to his death may be 
received by the beneficiaries free from 
income tax liability. If, however, the 
beneficiary should elect the instalment 
option, after the insured’s death, the 
interest portion of the instalments will 
be subjected to income tax as before. 
An instalment settlement does not mean 
the interest income option whereby the 
insurance company retains the proceeds 
under an agreement to pay interest only. 
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‘Stam Aas Aaeteeny 
Unit Holds First Parley 


The newly created agents advisory 
committee of Reliance Life was in ses- 
sion throughout the week at the Reli- 
ance Life headquarters in the William 
Penn Hotel, Pittsburgh, during the con- 
vention of the National Association of 
Life Underwriters. The committee was 
chosen by a mail vote and consists of 
Norbert Weidner, Pittsburgh manager, 
chairman; Lloyd H. Feder, Cleveland 
manager; David Warshawsky of Cleve- 
land, member Million Dollar Round 
Table; Roney Hilliard, Asheville mana- 
ger, and Norman Tomlinson, Birming- 
ham manager. 

The committee conferred with  vir- 
tually all of the officers of the company 
and was in session for long hours. 





Say 





Such interest payments are tax- 


able.” 


pure 
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LIFE INSURANCE 
DOLLARS 


The story of Life Insurance Dollars in the Nation's 
fight for human rights is almost as dramatic as any 
conflict on the field of battle. 


These dollars were ready and will continue to be 
ready, because of the legal reserve plan of life in- 
surance instituted many years ago by the business 


These dollars were available in large quantities 
when needed most because of the American System 
which has been so outstandingly successful through- 
out the years in selling large volume of legal reserve 


These dollars were ready when the Nation mobilized 
its financial assets because of the wise and careful 
management of the Officials of legal reserve life 


Great Southerners are justly proud of their part in 
making successful the “Life Insurance Dollars’ Flight 
and join all other legal reserve 
companies in a pledge to continue to fight for 
This has always been our goal. 





GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E. P. Greenwood, President 


Houston, Texas 
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Service Claims Are Compensation Gro 


$32,000,000 This Year 


Analysis Made as to 
the Amount and Number 
Up to June 30 


The Institute of Life Insurance finds 
that the total claim payments by Amer- 
ican life companies resulting from death 
among armed forces of the United States 
amounted to $32,000,000 under 23,700 
policies up to June 30 this year. Of this 
$15,100,000 was paid out under 11,100 
policies in the first six months as com- 
pared with $16,900,000 in payments un- 
der 12,600 prior to Jan. 1, 1943. Since 
the average ownership of life insurance 
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is two policies per policyholder the num- 
ber of deaths is probably half the num- 
ber of claims paid, the Institute points 
out. Payments for death from. all 
causes in the armed forces in the first 
six months of this year represents 2.69% 
of aggregate death benefits paid during 
the period. Payments under policies on 
men killed in action amounted to 0.84% 
of total death benefits. 


Analysis of Claims 


An analysis of the claims shows that 
9,100 involving $10,300,000 benefits were 
on policyholders killed in action. Of 
these claims 4,200 aggregating $4,700,000 
were paid in the first six months and 
4,900 aggregating $5,600,000 prior to 
1943. Deaths occurring in line of duty 
other than in action with the enemy re- 
sulted in 9,600 claims for a total of 
$13,300,000 of which 4,300 involving 
$6,100,000 were paid the first half of 
this year. 

Claims resulting from death from nat- 
ural causes including those not con- 
nected with military service numbered 
4,000 for a total of $7,400,000. 

Included in the aggregates are 1,000 
claims for $1,000,000 covering deaths 
Irom undetermined causes. 

rhe survey shows that on June 30 
about 4,100,000 of those in the armed 
services were policyholders. Their pol- 
icles, with few exceptions, were pur- 
chased _ before the war and provide full 
protection for them while in service. 
Most of them also carry National Serv- 
ice Life Insurance, which is available to 
men in the armed forces in amounts up 
to $10,000. 





The Unique Manual-Digest contains 


the broadest coverage of sales making 
facts and figures available from any 
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Dratts Report for 
Agency Officers 


The committee on compensation of 
the Sales Research Bureau met in Pitts- 
burgh following the meeting of the 
National Association of Life Under- 
writers. Chairman E. M. McConney, 
Bankers Life of Iowa, presided and, in 
reporting on the committee’s recent ac- 
tivities, he referred especially to the in- 
vitation issued by the compensation 
committee to the special committee of 
the Life Managers Association of 
Greater New York to meet in joint ses- 
sion. At the three joint meetings which 
were held as a result of this invitation, 
the two committees interchanged some 
very interesting and significant ideas. 

Two new members attended a meet- 
ing of the committee for the first time: 
Herbert A. Hedges, newly elected presi- 
dent of the N.A.L.U., and Nelson D. 
Phelps, general agent of Northwestern 
Mutual in Boston. 

Organize the Report 

The primary purpose of the meeting 
was to organize the report which will 
be presented by Chairman McConney 
and Vice-chairman W. P. Worthington, 
Home Life, at the Research Bureau- 
Agency Officers annual meeting Nov. 
16-18, at the Edgewater Beach Hotel, 
Chicago. This fifth report will present 
the committee’s opinions on fundamen- 
tal principles of sound compensation. It 
will involve a discussion of such mat- 
ters as new-agent financing, vesting of 
renewals, and compensation for service. 
In addition two important conclusions 
will be presented: 

(1) That there is no one standard 
compensation plan which will be ideal 
for all companies, regardless of their age, 
size, and situation. The committee be- 
lieves that an eventual .solution of the 
problem cannot be reached until com- 
panies generally realize they have an 
individual problem and until they them- 
selves are ready and willing to work out 
their own solution which will be well 
adapted to their own use. The com- 
mittee realizes it has a great responsi- 
bility to help companies do this by con- 
tinuing to formulate and enunciate sound 
principles and methods. 

(2) That the problem involves far 
more than the technical considerations 
of a compensation schedule. The com- 
mittee believes that no commission con- 
tract will put money into the agent’s 
pocket until management, both home 
office and field, has accepted its respec- 
tive responsibility and done its respec- 
tive share to select, train, and supervise 
qualified men; to give them suitable ob- 
jectives and methods; and to define and 
organize their work. Above all, man- 
agement must see to it that these men 
earn a living which is adequate to their 
own standards and creditable to the in- 
dustry. After four years of study it is 
evident to the committee that this man- 
agement aspect of the compensation 
problem is by far the most important. 

The next meeting of the committee 
will be held at the Edgewater Beach 
Novy. 15, the day preceding the Research 
Bureau-Agency Officers annual meeting. 





Boston Actuaries’ Topics 


The Actuaries Club of Boston will meet 
Oct. 1 for discussion of : (1) How has 
the war so far affected mortality among 
insured lives? What effect should we 
expect the war to have on future mor- 
tality amongst insured lives? (2) Pen- 
sions trusts: How the internal revenue 
act of 1942 is to affect the business and 
what interpretations of the act have not 
been cleared up. (3) The pros and cons 
of the “Guertin legislation’ from the 
policyholders’ standpoint. (4) Disabil- 
ity experience and its trends from vari- 
ous angles. (5) Should a retirement an- 
nuity policyholder be permitted to ex- 
tend the premium paying period and re- 
tirement date beyond that contained in 
his policy, when there has been a rate 
change since the issue of the policy? 


~ Income Plan Now 








More Widely Used 


Life Companies Will Pay 
$400,000,000 to Benefici- 
aries on This Form in 1943 


The Institute of Life Insurance an- 
nounces that Americans this year will 
use more than $400,000,000 of life in- 
surance benefits to provide income in 
future years. This amount which 
would otherwise be paid to benefici- 
aries or withdrawn by policyholders in 
lump sums is equivalent to approxi- 
mately 40% of the total death benefits 
which will be paid during the year. The 
Institute calls attention to the income 
type of settlement stating that the 
transition has greatly increased the so- 
cial significance of life insurance in 
American economy as the family pro- 
tection has more nearly accomplished 
its purpose of continuing the bread win- 
ner’s income. It says: 

Now in Wide Use 

“While the income plan was originally 
thought to be desirable only for large 
policies, it is now used on policies as 











Food for Thought for 
Insurance Producers 


Here is something for life 
agents to ponder over: Last year 
there were over 400,000 applicants 
applying for life insurance 
amounting to over $1,000,000,000 
which were declined. This teaches 
us all a very significant lesson. 








small as $1,000. In many cases, the 
small life payments, provided by a small 
policy, supplement other income sources. 
In other cases, the small policy is used 
to provide larger income for a short pe- 
riod. Many family insurance plans are 
designed to continue the family income 
in full for a short readjustment period 
following death of the income producer, 
thereafter establishing a lower perma- 
ment family income. 

“Where the income plan is adopted, 
lump sum cash payments on the pol- 
icies are also generally provided to meet 
emergency expenses and outstanding 
bills which most families face upon the 
death of the income producer.” 


A four-page mailing piece tells acci- 
dent insurance prospects why home is a 
hazardous place. Get samples from The 
A. & H. Bulletins, 420 E. 4th St., 
Cincinnati 2, Ohio. 


THE NEW INSURANCE 


MONEY 


MAKER 


issued by the 


ILLINOIS BANKERS LIFE ASSURANCE 
COMPANY 


THE INCOME BUILDER 


We have a NEW PLAN to enable you to make more 


money in these times. 


ONE-TENTH THE SALES, through large first commis- 
sions and large renewal commissions will return you 
TEN TIMES the earnings of the same volume of life 
insurance alone under our plan. 


IN ONE YEAR, you build as large a renewal income as 
you would in ten years writing the life insurance alone 


under our plan. 


This Insurance Pays All Ways: 


If you live too long. 

If you do not live long enough. 

If you are disabled. 

If you have an emergency need for cash. 


ALL AT EXCEEDINGLY LOW COST. 


HUGH D. HART 


Vice President and Director of Agencies 


Illinois Bankers Life 
Assurance Company 


MONMOUTH, ILLINOIS 














HeNATIONAL UNDERWRITE. 


Fidelity Mutual Holds Own Loan Drive 








Above are shown a group at the 
Fidelity Mutual Life’s home office in 
Philadelphia at the opening of the third 
war loan campaign, in support of which 
the company’s head office employes held 
their own drive. Shown left to right 
are Thomas Shallcross, Jr., director; 
President E. A. Roberts, Greer Garson; 
and William H. Folwell, Theodore E. 
Seelye and George M. Bridgeman, 
siete wines Mr. Roberts is chair- 





Pension Audit 
Bureau Is Set 
Up in New York 


NEW YORK—An interesting step in 
the pension trust field has been made 
with the organization of Pension Audit 
Bureau, 511 Fifth avenue, New York, 
which is furnishing the report required 
by the Treasury department from em- 
ployers on all pension plans submitted 
in accordance with Reg. 103, Sec. 19.23 
(p) (1)-2. The bureau has been organ- 
ized by A. H. Cohen, for many years 
one of the leading producers of the 
Recht agency of Northwestern Mutual, 
and H. D. Josephson, general agent for 
Mutual Benefit Life, as a result of sev- 
eral years of practical experience spe- 
cializing in the pension trust field. Nei- 
ther Mr. Cohen nor Mr. Josephson 
work actively with the bureau, but after 
developing techniques and forms, they 
have left it in charge of a staff of 
mathematicians and legal advisers. They 
are consulted when occasion demands 
and are the connecting link between 
Washington and the bureau. 

Reports Complete in Every Respect 

Since the pension trust field is largely 
a seasonal one, an agent may have a 
number of cases coming up at the same 
time and it may require a week for him 
to prepare the information for each 
whi must be furnished by the em- 
ployer claiming deductions under the 
regulations. When the bureau turns 
over its report to the agent or account- 
ant it is complete in every respect and 
ae for submission to the ‘Treas sury, 
following in detail the sequence of 
information required. The agent or 
accountant submits a form giving the 
essential facts together with a copy of 
the pension trust agreement to the 
bureau. While the mathematicians are 
breaking down each individual premium 
into terms of normal cost, past service 
cost, or supplementary cost, and insur- 
ance cost, the legal staff is condensing 
the trust agreement in order to answer 
the specific questions included in the 
regulations. One of the most important 
aspects of the report is a division of 
each premium into normal, past service 
and insurance cost. Some agents are 
under the impression that if a particular 
pension trust formula includes no bene- 
fit for past service, this breakdown is 
not necessary. Some apparently believe 
that if a formula in a given individual 
case provides a pension based equally 
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man of the drive for Pennsylvania. 

At the rally, four service men de- 
scribed their battle experiences. In a 
drawing four employes won $25 bonds, 
and four were invited to a luncheon in 
honor of Miss Garson, held at the head 
office on the opening day of the nation- 
wide drive. The company purchased 
$8,000,000 in bonds and employes sub- 
scribed for extra bonds. Miss Garson is 
a famous movie actress. 


on past and future service, one-half of 
the premium is the normal cost and 
one-half the past service cost. Neither 
belief is correct. 

Arbitrary Definitions 

The regulations include arbitrary defi- 
nitions of normal cost and past service 
or supplementary cost and these calcu- 
lations must be made as_ prescribed, 
regardless of whether the agreement in 
question includes benefits for past serv- 
ice or not, and regardless of the value 
given to past service in a formula that 
includes this factor. 

Normal cost is the cost that would 
have been involved in a given year (ex- 
clusive of insurance cost) had a contract 
providing the same pension benefits 
been purchased for the employe at the 
very start of his employment. That por- 
tion of the total actual premium not 
covered by such normal cost plus insur- 
ance cost, is past service cost. This 
type of calculation is obviously not 
influenced by the formula prescribed in 
the trust agreement, it is pointed out. 

Many agents have neither the time 
nor inclination to work out these break- 
downs when there are a few dozen or 
more individual employes. Such cases 
require an agent to devote a consider- 
able portion of his time to computing 
the information which could much more 
profitably be spent in selling additional 
pension trust plans. The length and 
nature of the report make it economi- 
cally unsound for general agents to set 
up departments for the work. 

Actuarial Computation 

A peculiarity of the entire question is 
that accountants are not usually 
equipped to do the work. The necessity 
of actuarial computation appears to 
leave them unequipped. In figuring in- 
surance cost, as well as normal and past 
service cost, it is necessary to have a 
complete knowledge of reserves. As a 
result, the burden of the report gener- 
ally falls on the shoulders of the agent. 

The fee charged by Pension Audit 
3ureau for its services is based on the 
number of names in the case involved. 
It is based on a sliding scale, with a 
$75 minimum charge. There is a reduc- 
tion of 25% in the fee for retirement 
annuity cases. 

According to its sponsors, reaction to 
the question of who is to pay the 
bureau’s fee has been very, interesting. 
Naturally, when the work is submitted 
by the acc ountant, the corporation pays. 
When the work is submitted by the 
agent, the answer is not as simple. In 
some cases, the agent, feeling that 


fundamentally the report is the respon- 


ener 24, ies 











sibility of the accountant, has requested = 


reimbursement by the corporation. In 56% of Americans Are 
others, agents have paid, but informed o cs 
Buying Life Insurance 


the corporation that in the future the 
financial responsibility will be theirs. , y 
The first year, on his own personal It 38 estimated that 56% of 
business, Mr. Josephson generally has Americans are buying life insur- 
paid for this work but in succeeding ance at the present time, 76% are 
years he feels it should be paid for by buying war bonds, 26% are building 
the corporation concerned. savings accounts, 16% are paying 
Many corporations work on a calen- off mortgages and 13% are mak- 
dar year basis and file March 15. If an ing other investments, according 
agent waits until the first of March to to the U. S. Chamber of Com- 
prepare the information, he won’t be merce. Department of Commerce 
able to get the work out in time. The figures show that individual sav- 
work should be prepared well in ad- ings will exceed $35,000,000,000 
vance, Mr. Josephson stated. this year while before 1941 this 
During the first three weeks of oper- figure never exceeded $10,000,- 
ation, the bureau completed 25 reports 000,000. Although Americans plan 
exclusive of the personal cases of Mr. to spend $20,000,000,000 for auto- 
mobiles, homes, household appli- 
ances and furnishings after the 


Cohen and Mr. Josephson. After two 
weeks, the staff had to be increased and F 

war, only 25% are saving for a 
specific purpose. 


additional calculating machines  pur- 
chased. The start was accomplished 
without advertising or publicity, and its 
work has been endorsed by a number of 7: « . 
agents and general agents active in the Life Counsel Chicago Meeting 
pension trust field. An executive committee meeting of 
the Association of Life Insurance Coun- 

A. N. Christensen, office manager of sel will be held Oct. 5 during the time 
Northwestern Mutual Life in Des of the meeting of the American Life 
Moines for 13 years, has entered the Convention at the Edgewater Beach 
production field. He was an agent of Hotel, Chicago, to determine whether a 
Northwestern Mutual at Audubon, Ia., December meeting will be held in New 
for many years. York and to discuss other matters. 
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They Serve 
in Peace and in War! 











* Fighting men from The State Life Organiza. 
tion have pledged their lives in the cause of 
Freedom . . . The State Life owns $11,000,000 
in War Bonds and other U. S. Government 
securities . . . Payments to Policyowners and 
Beneficiaries total $140,000,000 . . . Life Insur- 


ance and The State Life serve in Peace and 


in War. 











THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 
@ 
MUTUAL LEGAL RESERVE FOUNDED 1894 
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Suggests Ne wad 
of Revising 
Mortgage System 


The war has stimulated unusual pro- 
ductive thinking, but “in the mortgage 
and related real estate business we have 
not been willing to scrap our dies and 
systems as industry has done,” Walter 
H. Rolapp, vice-president of Pacific Mu- 
tual Life, said at the annual meeting of 





WALTER H. ROLAPP- 


the Mortgage Bankers Association of 
America in Chicago. 

While complaining that the govern- 
ment is invading its field, the mortgage 
business has only half-heartedly coop- 
erated with the financing of war housing 
and war plant facilities, Mr. Rolapp 
declared. The mortgage business is 
rightly one of security and conservatism, 
but it is high time that those in the 
business reviewed their methods, adapted 
them to war conditions, and then ascer- 
tained if the changes are applicable to 
what postwar conditions may be. 


Club for Delinquent Borrower 


“Each of us feels very much more 
secure if in our mortgage form we have 
a clause that gives us a proper club with 
which to whip the delinquent borrower 
into paying or being good under all 
the unfavorable and distressing expe- 
riences that have resulted from the in- 
geniousness of unscrupulous borrowers,” 
he said. The great bulk and the profit- 
able part of the business is conducted 
without ever again referring to the legal 


instruments of the obligation. He won- 
dered if the mortgage people have 
ignored good credit. Collections, he 


said, are good in prosperous times and 
bad in depressions, despite expert ap- 
Praisals and a maximum loan of two- 
thirds to 75% of value. In times of 
distress the legal documents drawn for 
Protection against eventualities are again 
rewritten to adjust terms to changed 
economic conditions. Why not have the 
mortgages pay a percentage of income 
to reduse principal and interest? he 
asked. 

Mr. Rolapp wonders if the mortgage 
business can survive under the present 
costly system of lending. The average 
size of a loan in dollar value as of April, 
1943, was but 54% of the 1937 average. 
About 85% of the homes built in the 
Postwar era will cost under $6,000 and 
from 70% to 75% of them from $2,500 
to $4,000. For the United States the 
annual interest bill on first and junior 
mortgages now averages at a rate of 
5.55%, compared with €.24% in 1920. 


Insurers Must Invest in Debts 


The law requires that insurance com- 
Panies invest in debts. He suggested 
that such laws might now be relaxed 
perhaps eventually abolished. A most 
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stabilizing influence for the real estate 
market would be for all states to amend 
their insurance laws as has New York 
to authorize insurance companies to 
invest up to 10% of assets in unencum- 
bered real estate. This would create a 
highly desirable investment outlet and 
set up a reserve of funds available for 
real estate investments, thus stabilizing 
the whole real estate structure against 
the shock of sharp declines in market 
value. 

Mr. Rolapp also suggested the direct 
mortgage financing of homes, shopping 
districts, etc., in other countries after 
the war “so that all nations may have 
a chance to improve incomes and na- 
tional prosperity at the same time as 
we improve ours.” 

Unless the mortgage people put their 
own house in order it will be done for 
them, Mr. Rolapp asserted. It is dan- 
gerous to have people doing the plan- 
ning for a business activity who do not 
have to suffer the penalty if their plans 
are wrong, he said. 


Optimism at Equitable’s 
Southern Cal. Conference 
LOS ANGELES—tThe southern Cali- 


fornia educational conference of Equit- 
able Society was held at Lake Arrow- 
head, with “Wartime Life Underwriters 
in Action” as the theme. It accentu- 
ated more sales per agent and more 
volume per sale through improving serv- 
ice to policy owners, widening the circle 
of prospects and knowing plans and 
policies. 

Walter L. Gottschall, director of agen- 
cies, was guest of honor and spoke at 
the banquet closing the conference on 


“Elements Necessary to Success.” Mem- 
bers of the Alex. A. Dewar, Kellogg 


Van Winkle and Cecil Frankel agencies 
were in attendance. 

“A Message to Wives” by Walter 
Westcott; “Meeting the Challenge of 
War,” by Kellogg Van Winkle; “The 
Keystone of the Business” by Henry 
Locus and “Pension Trusts” by Harold 
Kaye, were the outstanding talks of the 
conference. 

Mr. Van Winkle, who is in charge of 
the war bond sales in southern Cali- 
fornia, brought out that in the last four 
“war years” life insurance has shown 
a substantial gain. “War has not only 
not dimished the volume of new life 
insurance sold—it has been the chief 
factor in a marked increase,” he said. 
“Before the war we found money in the 
hands of one group. Now we find much 
more money, but largely in the hands 
of new owners. This vital and funda- 
mental change vastly broadens our op- 
portunity to spread the benefits of life 
insurance as sO many now can pay for 
it who formerly could not do so. Many 
have sought to serve the ‘war worker’ 
directly. My personal view is that this 
group is best served by group insurance 
coverages supplemented by ordinary life 
insurance when possible. 

“The federal tax laws of the past few 
years—largely springing from the stu- 
pendous cost of the war—have opened 
new fields and broadened old ones. 
Conditions have compelled greater care 
in selecting new men and much more 
careful and personal training of those 
accepted. As a result new organization 
—at least in our agency—is producing 
much more good business in its first 
contract year than before the war. 

“With two huge groups of our citizens 
thoroughly ‘sold’ on life insurance, shar- 
ing in the lush prosperity of the after 
war years, we will have by all odds the 
greatest market for our services that has 
ever existed.” 


Wood Predicts Rate Increase 


VANCOUVER—Low interest rates 
now prevailing will necessitate an in- 
crease in premium rate on new life poli- 
cies, A. B. Wood, president of Sun Life 
of Canada, stated here in commenting 
upon present day problems. In the case 
of Sun Life, he stated, the increase will 
apply to non-participating premiums, 
which comprise a small part of the total. 





Waiver of Right - 
Change Beneficiary 


Question Came Up Over 
the Issue of Unborn Chil- 
dren—Company Attitude 


In Webster et al. vs. State Mutual 
Life, the United States district court, 
southern district of California, decided 
for the company. The assured waived 
his right to change beneficiary without 
her consent. He then designated his 
wife as beneficiary and assigned the 
policies to his wife, who executed an- 
other instrument directing the company 
to pay her the interest on the proceeds 
of the policy for life, then to her son and 
daughter under certain conditions and 
then to their children, if any. 


Ruling of the Court 


Several years later the insured sought 
the revocation of the latter instrument 
and requested a loan on the policies, the 
wife and unmarried children joining in 
the request. The company refused to 
revoke the instrument on the ground 
that the unborn children of his son and 
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daughter were irrevocably named as 
beneficiaries and that their consent ob- 
viously could not be obtained. 

The court ruled that litigation could 
proceed without the presence, as parties, 
of the unborn children and that their in- 
terests could be represented by the in- 
surance company. The court also con- 
cluded that the limitation in the policy 
providing that an irrevocably designated 
beneficiary has the right to give or re- 
fuse consent to any change during the 
life time of such a one did not apply to 
unborn children whose consent was un- 
necessary. However the court said since 
the policy was assigned to the insured’s 
wife, who did not request the loan, the 
company was justified in refusing the in- 
sured’s request. 


Brownlee Correctly Identified 


In the picture on Page 26 of the third 
NATIONAL UNDERWRITER convention daily 
reporting the N.A.L.U. meeting at Pitts- 
burgh, Harold S. Brownlee, the gen- 
eral chairman of the Pittsburgh com- 
mittee, was incorrectly identified as be- 
ing with Equitable Society. He is gen- 
eral agent in Pittsburgh for Equitable 
Life of Iowa. 


The Unique Manual-Digest contains 
the broadest coverage of sales making 
facts and figures available from any 
source. $5 from National Underwriter. 














{Let me sit down—quick. 
wailed Haljmar.* 


panion solicitously. 


™“IT might have to,” 
next March.” 
sentatives. 
than ever before in his life. 
years ago. 

"So he’s perturbed. 


*Haljmar’s 





I think I am going 


™‘Don’t take it too hard, old fellow,” 
“There’s one thing you can do. You 
might stop working for a couple of months.” 


moaned Haljmar. 
don’t! Think what a horrible income 


{Haljmar is one of scores of highly successful Franklin repre- 
This year he has already 
His income 
year will be bigger than his total annual earnings a few 


Wouldn't you be? 


not his name, but this conversation really took place 
between a Franklin sales leader and a company executive. 


faint,’ 


suggested his com- 


“Tt’ll be awful if I 


tax I’ll have to pay 


earned more money 
tax check for the 
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New Group Rules 
for Michigan 


Commissioner Forbes 
Sets Up Insurable Stand- 
ards Under New Law 


LANSING MICH. Coniniissioner 
Forbes of Michigan has perfected and 
obtained the attorney-general’s approval 
of a set of rules to govern his adminis- 
tration of the 1943 legislative act giving 
him discretionary authority to permit 
creation of insurable groups not falling 
within the customary specifications for 
this class of coverage. 

In addition to defining acceptable 
groups and setting forth the provisions 
which must be met in order to qualify 
for group contracts, a standard applica- 
tion is provided for seeking authority 
from the insurance department before a 
contract can be signed with an insurer. 

The application asks data on the 
nature of the group, existing group con- 
tracts and active purposes of the group. 
The applicant must disclose whether 
there is to be “any fractioning, parti- 
tioning or combining of risks from 
other groups”; reveal the number of 
employes or members to be initially in- 
cluded (not less than 250) and the num- 
ber eligible; set forth requirements for 
admission, the annual dues, and_ pro- 
visions from expulsion from the group; 
explain whether all group members are 
to be covered and, if not, whether at 
least 75% will be covered; give the 
name of the “policyholder” or trustee 
for the group; explain how premiums 
are to be paid and whether and how 
divided between the individuals and em- 
ployer or organization or borne entirely 
by members; give plan for premium 
payments; disclose who are to be bene- 
ficiaries and schedules of benefits to be 
paid; give data on premium schedule to 
be employed, and provide a detailed ex- 
hibit of member ages and other perti- 
nent data. 


Common Employer Not Necessary 


Under the rules an eligible group 
‘May consist of employes of more than 
one employer or the members of more 


than one organization when it clearly 
appears desirable to include such as- 
semblage of persons under a single 


group; by way of particular but not in 
limitation, such group may consist of 
the employes of one or more govern- 
mental or quasi-governmental units — 
federal, state, county, township, munici- 
pal or local.” 

Requiring that a discretionary group 
have “such reasonable and sound basis 
as to provide a proper spread of risks 
and prevent an adverse selection either 
against the insurer or the insured,” an- 


other rule states that “organizations 
having no logical reason for existence, 
except for the fractioning or partition- 





DISTRICT AGENCY OPPORTUNITY 


One of the large old life insurance companies 
with favorable low cost has a District Agency 
open in the town of Fremont, Nebraska. Popu- 
lation over 10,000. One of the best towns in 
Nebraska. Good rural territory including sev- 
eral thriving smaller Over $1,500,000 
insurance in force on several hundred policy- 
holders. Want experienced semi-rural agent 
with character and proved ability. Write details 
in confidence to Box T-15, care of The National 
Underwriter, 175 W. Jackson Blvd., Chicago 4. 
Il. 


towns. 








LIFE AGENCY ASSISTANT 
WANTED 


by ostablished Chicago general agency of prominent 
eastern mutual eompany. ust be experienced, sales 
ability and ambitious for larger opportunity. 
arrangement with bonus. tn reply state aqe, 
tions and personal background. Address T-14, care of 
The National Underwriter Co., 175 West Jackson Blvd., 
Chicago 4 Hl. 
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ing of a. risk, shall not qualify for 
authority.’ 

Preference always will be given to 
plans involving contributions by the 
employer or organization, a rule provid- 
ing that where such contribution is 
available ‘a plan in which the employer 
or organization does not contribute 
shall not be permitted.” 

Coverage Requirements 

The coverage provided under such a 
contract “shall be offered to all eligible 
members of such group, provided that 
when the premium is to be paid by the 
employer or organization, all eligible 
employes or members shall be insured 
thereunder.” Any such group plan must 
preclude “individual selection.” Where 
there is joint sharing of premiums by 
the group members and the employer or 
organization, “not less than 75% of such 
eligible employes or members shall be 
insured thereunder.” 

It is required that a trustee be desig- 
nated as policyholder by the eligible 
members of the group if it is impossible 
or infeasible for the employer or or- 
ganization to assume that function. 

Benefits must be for “persons other 
than the employer, organization or the 
trustee.” 

3enefits available under such groups 
will not be permitted to exceed $5,000 
and “the benefits provided shall 
be equitably graded on the basis of in- 
come of the employes or some other 
equitable plan; or such benefits may be 
initiated on the basis of a flat amount 
for each member of the group. Each 
eligible employe or member. . . shall 
be insured for the benefits provided for 
his classification.” 


Application Fee $50 


An application fee of $50 is to be 
collected in all cases in which a dis- 
cretionary group is submitted for ap- 
proval. If expense of conducting a 
“proper examination of the application” 
shall exceed this amount the applicant 
such _ additional] 


must agree to meet 
costs, 

Revocation of approval for a dis- 
cretionary group may be ordered “when- 
ever it shall appear after a hearing . 
that the approved discretionary insur- 





* * 


Holdings in Real 
Estate Reduced 


Companies However Are 
Investing Large Sums in 
Mortgage Loans 


Sales of foreclosed real estate by life 
companies brought a further reduction of 
$20,000,000 in such holdings in July. The 
reduction is about equally divided be- 
tween farms and urban improved prop- 
erty as shown by the Institute of Life 
Insurance. In contrast the investment 
in_ farm mortgages was sustained at 
$87 370,000,000 while city mortgages in- 
creased $30,000,000 to $5,800,000,000. 
Reduce Railroad Issues 

In the field of business securities the 
net reduction of $30,000,000 in holdings 
of railroad issues was reported during 
the month with a comparable increase in 
holdings on industrial and miscellaneous 
securities which moved up from $1,820,- 
000,000 to $1,850,000,000. 

The companies added $10,000,000 to 
their net holdings of U. S. Government 
bonds in July, increasing the aggregate 
of direct war financing aid to $10,990,- 
000,000. The increase which brought 
the gain for the seven months up to 
$1,600,000,000 occurred during a period 
when the companies were preparing to 
give to the third war loan drive. 





able group no longer qualifies under re- 
quirements of the statute and _ these 
rules and regulations, and/or if it shall 
appear that continuance of authority to 
such . group shall be repugnant to 
public policy.” 

In a preamble to the rules, the com- 
missioner states his general policy in 
interpretation of the new law, pointing 
out that he “does not regard this act 
as a directive to open the gates to novel 


and experimental coverages” but to 
remedy present limitations under the 


law. 





ancien , 1943 
Sas! Lincoln National 
Women Are Honored 
Mrs. Esther D. Pincus and Mrs, 


Hannah I. Held, the only women in the 
United States who qualified this year 
as new life members of the Women’s 
Quarter Million Dollar Round Table of 
the National Association of Life Under- 
writers, are members of the same 
agency and work for the same company, 
the Lincoln National. Both lived in 
Norfolk, Va., and operate under the Ben 
Simon agency, They have also estab- 
lished almost identical records in the 
sales honor clubs. They have both been 
named “Minute-Men” for two consecu- 
tive years, have been awarded “Emanci- 
pator Club” membership once, and have 
qualified for “Circuit Rider Club” mem- 
bership twice. 


Alexander Is Deputy 


HARRISBURG, PA.—Commissioner 
Neel announces the appointment of 
Ralph H. Alexander as deputy insur- 
ance commissioner of Pennsylvania. 

He served an interim appointment as 
insurance commissioner last year fol- 
lowing the death of Commissioner Tag- 
gart in July, 1942. He had been deputy 
under Colonel Taggart. Mr. Alexander's 
home is in Pittsburgh and he was con- 
nected with Hoover & Diggs Co. in that 
city. In December, 1937, he was made 
general manager of the Pittsburgh Asso- 
ciation of Insurance Agents. 


Celebrate Constitution Day 


INDIANAPOLIS — Claris Adams, 
president Ohio State Life, gave the prin- 
cipal address on a program observing 
the 156th anniversary of the signing of 
the Constitution of the United States, 
conducted by the American United Life 
in its home office auditorium here. Her- 
bert M. Woollen, chairman of executive 
committee American United Life, intro- 
duced Mr. Adams, who is a former resi- 
dent of Indianapolis. 

This was the 10th annual celebration 
of Constitution Day which has _ been 
sponsored by the American United Life. 
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YOU ARE Free TO KNOW 
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The Midland Mutual pays a 


te dividend at the end of the 


first policy year, Modified 


3 excepted. Only Partici- 


pating Policies are written. 


We solicit your inquiry 
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Right to Renewal 
Was Litigated in 
Southland Case 


The Texas court of civil appeals, fifth 
supreme judicial district, affirms the 
lower court decision in Stancliff vs. 
Southland Life. Fred J. Stancliff sued 
the company for an accounting to re- 
cover renewal commissions alleged to 
have accrued under an agency contract. 
He attacked the validity of a contract 
providing that if the agent, after termi- 
nating his employment with the com- 
pany, entered the employment of a com- 
petitor within two years, his rights to 
further commissions ceased. 

On appeal from a judgment dismis- 
sing the suit, the court declared that 
when plaintiff became the agent of a 
competitor in the same territory, he 
was of no further assistance to the 
Southland Life in keeping its business 
in force, and breached the condition of 
the contract upon which his right to re- 
ceive renewals depended. 

Restriction was limited as to time and 
territory and did not violate the rule 
that restraints of this character should 
not be greater than reasonably neces- 
sary to protect the business involved, 
the higher court held. Judgment for the 
Southland Life was affirmed. 








Persons Goes to Home 
Office of Mutual Life 
as Agency Organizer 


Henry W. Persons, agency ofganizer 
in the Los Angeles agency of the Mu- 
tual Life of New York, has been ap- 
pointed a training assistant in the home 
office. He will assist Ben Williams, di- 
rector of training, in the extensive edu- 
cational program for field underwriters. 
After attending Lehigh University, Mr. 
Persons engaged in the oil business and 
then, in 1934, joined the Mutual Life 
as a representative in Covina, Cal. He 
became a leading field salesman. Mr. 
Persons attended the Life Insurance 
Sales Research School of Agency Man- 
agement in Chicago this year. 


Great-West Life’s U. S. 
Managers Hold Parley 


Twenty U. S. managers of Great- 
West Life held their annual conference 
for three days in Chicago this week 
with H. A. H. Baker, assistant general 
manager of the company, in charge. 
Others irom the head office were C. F. 
Dunfee, Canadian superintendent of 
agencies; Alec Sym, head of the ac- 
cident and health department; V. E. 
Schweitzer, head of the group depart- 
ment, and A. H. Robinson, superintend- 
ent of field service. Two U. S. group 
Supervisors amd several agency super- 
intendents were on hand. : 

Earl M. Schwemm, Chicago manager, 
Was in charge of arrangements. Mr. 
Baker discussed 1943 results and 1944 
plans; and R. C. Frasier, supervisor of 
the Schwemm agency, Mr. Schwemm 
and Paul Millett, Chicago attorney, pen- 
$10n trusts. 


Lincoln National New Club 
Features Use of Mail 


The first field men to be named mem- 
bers of Lincoln National Life’s new 
Consecutive Weekly Direct Mail Club” 
are H. B. Ray, Detroit, and K. V. 
Fargo, Columbus. Both have used direct 
mail since the club qualification period 
began on June 28, and received this 
honor at the completion of ten con- 
secutive weeks, 

The club was formed to reward and 
recognize consecutive weekly users of 
the direct mail plans. At the comple- 
tion of 10, 15 or 20 consecutive weeks, 
and each four consecutive weeks over 
20, members will be awarded prizes in 
Proportionate amounts. 
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96-Year Old 
Peorian Matures 
Penn Mutual Policy 


PEORIA, ILL.—Henry B. Morgan, 
96-year-old Peorian, has become one of 
the few insurance policyholders in the 
United States to live to maturity of an 
ordinary life policy and last week re- 
ceived a check for face value of the pol- 
icy from Penn Mutual Life. The check 
was presented to Mr. Morgan, who ob- 
served his 96th birthday Sept. 10, in the 
local office of the company by Dustin D. 
Miller of the Peoria agency. 

Mr. Morgan, in addition, has the dis- 
tinction of being the only one of Penn 
Mutual’s 550,000 policyholders who was 
born the same year the company was 
founded, in 1847. The policy was writ- 
ten 56 years ago. Records of the com- 
pany show that only a few policyholders 
have thus lived through the terms of 
their policies, among them being the late 
John D. Rockefeller. Mr. Morgan re- 
cently wrote to the president of Penn 
Mutual advising him that he had passed 
the 96 mark and that his secret of lon- 
gevity is to “work hard and stay sober.” 





Louisiana Insurers Elect 
Falgout as President 


The Louisiana Insurers Conference at 
its annual meeting in New Orleans 
elected these officers: Leonard Falgout, 
Lafourche Life, Raceland, president; 
Edward Hixon, Mutual State Life, Al- 
exandria, first vice-president; Joseph 
Fallo, Lamana-Panno-Fallo, Inc., New 
Orleans, second vice-president; C. G. 
Mott, Mott Insurance Company, AIl- 
giers, secretary-treasurer; Joseph Culli- 
gan, Jacob Scheon & Co., New Orleans, 
chairman executive committee. E. H. 
O'Connor, director Insurance Economics 
Society, Chicago, spoke on “What Price 
Social Security.” J. A. Copeland, con- 
sulting actuary, Atlanta, discussed the 
proposed bill for a uniform industrial 
insurance policy. Earl R. LeCorgne, 
Acme Life, is retiring president. 





Zone 2 Commissioners 
Meet at Harrisburg Oct. 15 


The insurance commissioners of Zone 
2, of which Bowles of Virginia is 
chairman, will gather at the Penn Har- 
ris Hotel in Harrisburg Oct. 15, for 
their semi-annual conference. Com- 
missioner Neel of Pennsylvania is the 
host. The other commissioners in 
Zone 2 that are expected to attend are 
Hodges of North Carolina; Swain, Dela- 
ware; Sims, West Virginia; Egleston, 
South Carolina; Crabbe, Ohio, and Oz- 
lin, Virginia. 





Warns Industrial Writers 
to Stop “Blind Advances” 


The District of Columbia insurance 
department has written all companies 
writing industrial insurance in the Dis- 
trict and their managers, calling particu- 
lar attention to the ruling of Sept. 5, 
1941, which provides that “every pre- 
mium payment paid by the policyholder 
to an agent must be recorded in the re- 
ceipt book of the insured and in the col- 
lection book of the agent. The policy- 
holder’s receipt book and the agent’s 
collection book must agree.” 

A number of companies are still per- 
mitting agents to carry “blind advances,” 
the department states, and it proposes 
to stamp out this practice wherever it 
exists. The license of the soliciting 
agent, as well as that of his manager 
will be subject to revocation, if the prac- 
tice is permitted to continue. 

A number of agents have in recent 
weeks admitted carrying such advances, 
but state that they dare not receipt the 
policyholders’ books for the amount of 
money actually collected, as shown in 
the agent’s collection books, because 
their employers have threatened their 
dismissal, the department assets. 
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F. J. Stevenson Returns 
to the Woods Agency 
PITTSBURGH—Frederick J. Stev- 


enson has been named associate agency 
manager of the Woods agency of Equit- 
able Society here. Mr. Stevenson, who 
has been associated with Equitable for 
more than 20 years, was requested by 
Lieut, Col. R. C. Dawnie, deputy chief 
of the Pittsburgh ordnance district, to 
take an important position with that of- 
fice at the time of its greatest expan- 
sion. Since January, 1942, Mr. Steven- 
son has been associated with army ord- 
nance as chief of the general office divi- 
sion, handling all civilian personnel and 
office administration. 

A graduate of Penn State College, 
Mr. Stevenson became affiliated with 
the Woods agency in 1921, serving as 
assistant treasurer and assistant super- 
intendent and later as assistant man- 
ager. He has at various times been in 
charge of group insurance activities in 
the Pittsburgh agency and of all agents’ 
training. He holds the C.L.U designa- 
tion, being one of the first men in the 
country to win the award. In addition 
to his many office details, he has had an 
enviable sales record. 





Nearly 400 life companies are shown in 
the Unique Manual-Digest. Only $5 from 
National Underwriter. 


Russell Brooks Takes 


Over Seattle Agency 
During War's Duration 


Russell Brooks, special agent Union 
Central, will become acting manager for 
the duration of the Seattle agency, run- 
ning the agency for D. F. Moore, who is 
going into the army. Mr. Brooks, who 
is leading producer of the agency, started 
in life insurance with the agency about 
16 years ago, very shortly after having 
moved to Seattle from the east. He 
was born in New Jersey and educated 
in New York City. Mr. Brooks intends 
to return to personal production after 
the war. 

Mr. Moore, who has done one of the 
best jobs of the Union Central’s younger 
managers since he accepted the position 
a little over three years ago, was born 
in Idaho. He is a concert organist, is 
well known for his piano playing. He is 
also a member of the “Washingtonians” 
a group devoted to the promotion of 
the state of Washington. He was 
brought into life insurance by his father, 
a veteran agent of the Penn Mutual. 





A four-page mailing piece tells acci- 
dent insurance prospects why home is a 
hazardous place. Get samples from The 
A. & H. Bulletins, 420 E. 4th St., 
Cincinnati 2, Ohio. 








stitution of life insurance. 


Congratulations, 
... Mr. Hedges! 


Last week at the war council of the National Associa- 
tion of Life Underwriters in Pittsburgh Mr. Herbert 
A. Hedges, Kansas City general agent of the 
Equitable Life of lowa, was elected to the most im- 
portant and influential position in organized life 
underwriting—that of president of the NALU. To 
Mr. Hedges go the sincere congratulations of Com- 
monwealth's home office and field personnel. But 
even more important, to Mr. Hedges Commonwealth 
pledges its full cooperation in the many worthwhile 
activities of the Naiional Association which con- 
tribute to the over-all progress and good of the in- 
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_ EDITORIAL 


COMMENT 





The Loss of Commissioner Gontrum 


The appointment of John B. Gontrum, 
the insurance commissioner of Maryland, 
to a 
O’Conor removes from the ranks of the 


judicial position by Governor 


National Association of Insurance Com- 


one of its valued and re- 


spected leaders. Mr. 
pointed chairman of the executive com- 


missioners 


Gontrum was ap- 


mittee of the commissioners’ association 
when John A. Lloyd left as Ohio super- 
intendent vice-president of 
Central Mr. Gontrum 
presided most ably at the Boston con- 


to become 
Union Life and 
vention in June despite the fact that he 


cold. He 


logical 


was suffering with a heavy 
was by 
choice for vice-president of the associa- 
tion but he said that developments were 


in the offing which would prevent him 


ability and position a 


from accepting any office in the associa- 
tion for this year. 


Mr. 


land commissioner in 


Mary- 
and he 
mediately began to make an impression. 
At the 
San Francisco in June of that year when 


appointed 
1939 


Gontrum was 


im- 
meeting of the commissioners in 


cleavage developed 
the 


south on 


a sharp and bitter 
between the east on hand and 
the and the the 
Mr. Gontrum made a stirring appeal for 
harmony, that unless the states 
are drawn together, the founda- 
tion of the nation may be shaken. He 
the that insurance 


one 
west other, 
saying 

closer 


expressed opinion 


should remain under the states but un- 
less the states show that they are worthy 
of the responsibility it will be taken over 
He 


plored the commissioners to banish sec- 


by the national government. im- 
tionalism. 

Thus at the very outset Mr. Gontrum 
established as a constructive 
force. As soon as he was appointed he 
cast about to determine in what particu- 
lar field he might be the most useful. 
As insurance commissioner he was also 
state fire marshal and he felt that there 
was be accomplished in his 
state in the way of fire prevention. He 
became an intelligent fire prevention 
crusader and in recent months, as chair- 
man of the fire prevention committee of 
the association, he has 
been the leader in the effort to put into 


became 


much to 


commissioners’ 


effect a program of cooperation between 
the fire insurance industry and the OCD 
in the inspection of war essential plants 
that are not on the Army or Navy mas- 
ter responsibility lists. 

Just the other day Mr. Gontrum dis- 
tiguished himself in a great address for 
preservation of state regulation of insur- 
ance before the annual meeting of the 
insurance section of the American Bar 
Association in Chicago. 

Mr. Gentrum is the sort of public 
official that the public should demand as 
its insurance supervisor. 


A Real Leader in the Common Cause 


the federal antitrust 
prosecution of the stock fire companies 
at Atlanta is of the 
life 
marine, 


The outcome of 


first importance to 
the 
casualty and surety insurers for 
if some form of federal regulation were 
to result it is hardly conceivable that it 
would fail to reach all branches of the 
the life in- 
interest in 
Williams, a 
firm which is han- 
at Atlanta 
and is acting for the National Board of 
Fire Underwriters in the New York 
antitrust investigation, has been elected 
president of the Insurance Executives 
Association, the policy-making organiza- 


companies as well as to fire, 


Hence 
surance business has a real 
the fact that Edward L. 
member of the law 


insurance business. 


dling the companies’ defense 


tion of the stock fire insurance business. 
The post calls for an unusual combina- 
tion of abilities and qualifications, all of 
which Mr. Williams possesses to a high 
degree. It was desired to bring in a 
man having a detached viewpoint 
familiar with the 
business. 


yet 
problems of the fire 
Through 


tivity in the antitrust prosecutions Mr. 


insurance his ac- 


Williams has had the finest possible op- 
portunity to acquaint himself with the 
major problems of the business. 
Though as a lawyer Mr. Williams’ 
name been inconspicuous in the 
news of the antitrust prosecutions and 
completely absent from other aspects of 
he has impressed those 
with whom he has come in contact as 


has 


insurance news, 


a man of courage and ability. His 
ability is additionally attested by the 
fact that the association took its time 


in selecting a successor to Paul L. Haid, 
who died just a little more than a year 
ago. Hence it was obvious that those 
responsible have been checking the field 
carefully and did not come to their de- 
cision as a result of snap judgment. As 
for courage, it unquestionably takes a 
good deal to give up a partnership in 
one of the top ranking law firms to take 
over a post of the utmost responsibility 
in a new field where he must decide and 
counsel on questions as serious as any 
that have ever confronted the business. 

All in all, the life insurance business 
has every reason to feel gratified at the 





Williams 
because 
a position of 


to head an 
of current 
the 


selection of Mr. 
organization which 
developments is in 
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greatest importance not only to the fire 
insurance industry but to life insurance 
as well. 


Suggestion for Conventions 


The Life Office Management Associ- 
ation, an organization of life insurance 
officials that are interested primarily in 
office procedure and systems, in arrang- 
ing for its annual convention at the 
Edgewater Beach Hotel in Chicago de- 
cided on a course that is unique and it 
may be used to advantage by other 


bodies. The convention is set for Sept. 
25-27. Sept. 25 comes on Saturday. 


There will be sessions that day, all day 
Sunday and all day Monday. 

Thus the convention is set at a time 
when there will not be so great a strain 
on transportation or hotel facilities. 





There will be a meeting Sunday evening 
at which a prominent man will speak, 
The deliberations will be of a construc- 
tive, progressive nature. There will be 
ample opportunity to attend church 
Sunday morning if delegates so desire. 
This is a plan that might be well worth 
considering. Convention procedure and 
timing are important subjects these war 
days 
Following the line of the L. O. M. : 

convention, the Missouri Association of 
Insurance Agents has scheduled its an- 
nual meeting at Jefferson City for Oct. 
2-3 which come on Saturday and Sunday. 


PERSONAL SIDE OF THE BUSINESS 





R. J. Geary of Fremont, O., a mem- 
ber of the Toledo agency of Ohio State 
Life, was severely injured in an auto- 
mobile accident. He suffered internal 
injuries, as well as gashes on his fore- 
head, leg and arm. 

M. W. Kelso of the Dewar agency of 
the Equitable Society at Los Angeles, 
decided to secure during August three 
applications for each year of his service 
with the company, a total of 81. On 
the morning of Oct. 19 he completed 
84, totaling $136,500. He then pledged 

Manager Dewar that he would make 
good a total of 100 by the end of Aug- 
ust. He secured 101 for the month, 
with $156,000 insurance. 


I. H. Wagner, controller, 
Men’s Assurance, celebrated his 20th 
anniversary of service on Sept. 10. 
He was presented with a gold service 
pin by President W. T. Grant before a 
group of his associates. 

It doesn’t often happen that the same 
agent can insure three generations of 
the same family. Such a rare feat was 
accomplished by Perez F. Huff, resident 
vice-president for Pacific coast of Bank- 
ers National Life. Recently a policy- 
holder, whose father Mr. Huff had in- 
sured before, insured his son, saying by 
deed that what was good enough for 
my father is good enough for me and 
my son, too. 

Ray Marchand of the Russell L. 
Hoghe agency of Equitable Life of Iowa 
in Los Angeles, has just completed 15 
years with the company. He has had 
a record of an app-a-week for 745 weeks. 
_ Mrs. Adele Schein, New York Life, 
Stevens Point, Wis., took over her hus- 
band’s duties in Nov ember, 1942, when 
he enlisted in the marine corps. In the 
seven months remaining of the agents’ 
year, she led the Eau Claire branch office 
and qualified for the company’s $100,- 
000 Club. Her husband, Sergt. Albert 
Schein, attended the conference of Top 
200 and 100 Club members with her re- 
cently. 

Robertson G. Hunter, vice-president 
and actuary and a trustee of Equitable 
Life of Iowa, has ‘completed 2 5 years of 
continuous company service. A native 


Business 


of Scotland, he came to America in 
1896 as an actuarial clerk for Fidelity 
Mutual Life. He later was with New 
York Life, Provident Savings Life, 
Guardian Life and actuary of the Massa- 
chusetts department. He joined Equi- 
table of Iowa in 1918 as actuary, was 
elected second vice-president and ac- 
tuary in 1920 and vice-president and 
actuary in 1937. 

Frank Whitbeck, formerly director of 
public relations of the Union Life of 


Little Rock, who has just been ap- 
pointed agency secretary, was bereaved 
shortly atter his appointment by the 


news that his father had died at a hos- 
pital in Kansas City after an_ ill- 
ness of only two days. Mr. and Mrs. 
Whitbeck and Assistant Secretary .\. N. 
Florentz of the Union Life left for Kan- 
sas City immediately. 

Ritchey P. Williams, assistant man- 
ager Mound City district Metropolitan 
Life in St. Louis, is the new commander 
of Rouen Post of the American Legion. 


DEATHS | 

















H. U. Bailey, 74, who was director of 
trade and commerce of Illinois from 
1925 until 1929, died in the University 
Hospital, Iowa City. At the time he 
was director of trade and commerce, 
the insurance department was a unit of 
that bureau and there was thus divided 
authority between the insurance super- 
intendent and the director of trade and 
commerce. During the time that Mr. 
Bailey was director of trade and com- 
merce, the insurance superintendent was 
H. W. Hanson. Mr. Bailey was a resi- 
dent of Princeton, Ill., and had been 
publisher of the “Bureau County 
Weekly Republican” for 40 years. 

Courtney T. Stokes of Philadelphia, 
57, died there after 40 years with Metro- 
_— Life. He was a member of the 

. Coast Guard Auxiliary. 

cease W. Gamwell, 66, of Pitts- 
field, Mass., retired acutary, who served 
Berkshire Life for about nine years and 
went to Los Angeles in 1907 for further 
actuarial work, later returning to Pitts- 
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field to operate a brokerage office, died 
in Pittsfield. 


NEWS OF THE COMPANIES 


AGENCY CHANGES 








Well Known Medical 
Director Dies Suddenly 





Dr. Charles B. Irwin, 62, vice-presi- 
dent, director and medical director of 
the ‘North American Life of Chicago, 
was found dead from a heart attack in 
his parked automobile Tuesday night. 
He had driven President E. F. Ash- 
brook to his home on Sheridan Road and 
was seen by a passerby suddenly to turn 
into a side street, alight from his car 
holding his head and then climb into 
the back seat, loosening his collar. 
About an hour later he was found dead. 
He was a heart specialist. 

Dr. Irwin evidently was unaware that 
he had any heart ailment. He had not 
been feeling well for 10 days and a week 
ago Saturday had what he thought was 
a bilious attack. He evidently was over- 
come within five minutes after leaving 
President Ashbrook at his home. 

Dr. Irwin practiced medicine in 
Kansas City, Mo., and there met Mr. 
Ashbrook when the latter was head of 
the Kansas City department of the 
North American Life. In due season 
Mr. Ashbrook had him locate in Chi- 
cago and he became medical director of 
the North American, July 1, 1919. He 
is joint author with Dr. J. Rascoe Miller, 
dean of Northwestern University Med- 
ical School, of an up to date work about 
the electro cardiograph, which is soon 
to be published. 

Dr. Irwin was donating considerable 
time to clinics and work among the 
men in uniform in the downtown‘campus 
of Northwestern University. 

Dr. Irwin for some years gave most 
of his time to North American Life and 
also looked after Globe Life’s medical 
work. He was unique in that for eight 
years he had been the expert in bond 
analysis for North American. He initi- 
ated the purchase of the bonds, making 
recommendations to the finance commit- 
tee. Then he kept close track of the 
bond investments, building up a mag- 
nificent portfolio in that regard. 





Marked Increase in ‘the 
Average Size of Policies 
of Equitable Society 


The Equitable Society states that 
there has been a marked increage not 
only in aggregate volume of new busi- 
ness but the average paid for policy 
shows a decided rise. In August its 
new ordinary policies paid for averaged 
$3,141. In August last year the aver- 
age was $2,675. The average new pol- 
Icy paid for during the last three 
months averaged $3,074 compared with 


2,630 for the corresponding months of 
last year. 
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Union Life Makes 
I'wo Important 
Appointments 


LITTLE ROCK—A change in agency 
management for Union Life, Little 
Rock, Ark., was announced by Elmo 
Walker, secretary and general manager. 
Frank Whitbeck, formerly director of 
public relations, becomes agency secre- 
tary and assumes supervision of the 
ordinary agency department. An agency 


] 





Frank Whitbeck J. C. Johnson 
committee composed of four executive 
officers was established to assist in 
managing the department. Besides Mr. 
Whitbeck, it includes Vice-president 
Charles A. Miller, Assistant Secretary 
A. N. Florentz and Mr. Walker. 
Robert Schulman, director of agen- 
cies, resigned to become a director “and 
agency vice- president of Republic Life 
of Oklahoma City, where he has ac- 
quired a stock interest. 
Developed Much Material 


For nearly two years Mr. Whitbeck 
has been director of public relations, 
working principally for and with field 
men. Much of the sales literature and 
many sales kits now used by Union 
Life salesmen were originated by him. 

J. Chester Johnson. Nashville, has 
been appointed home office representa- 
tive to assist in sales promotion in the 
industrial department. He entered the 
insurance business in 1934 as a debit 
salesman for Life & Casualty. In 1935 
he was first agent for that company 
to earn membership in the President’s 
Club by writing $100,000 of ordinary 
business. For the last few years he was 
special ordinary agent and home office 
representative. 


Mr. Whitbeck’s Career 


Frank Whitbeck entered the life 
insurance business in 1938 with Mid- 
Continent Life of Oklahoma City as an 
assistant in the agency department. 
There he developed many successful 
sales ideas, had charge of sales promo- 
tion and was editor of its sales pub- 
lication. He also assisted in agency 
training and directed the sales training 
course. In 1942 he became director of 
public relations for Union Life. 

Mr. Whitbeck was educated at 
Swavely School and George Washing- 
ton University, Washington, D. C., and 
University of Oklahoma. Before enter- 
ing life insurance he was associated with 
U. S. Senator T. P. Gore, of Oklahoma, 
and the passport division of the State 
Department in Washington. He attended 
the Central Oklahoma School of Law 
and is a member of the Arkansas bar. 
He is president of Southwestern Asso- 
ciation of Industrial Editors. 





Franklin Life Advances 
Harrison and Frederick 


Franklin Life has elected B. G. Harri- 
son, for 3% years secretary-treasurer, 
vice-president and treasurer, and Russell 
A. Frederick, former assistant actuary, 
secretary. 

Mr. Harrison has been associated with 
President Charles E. Becker for a num- 


ber of years, having been vice-president 
of Great American Life in San Antonio 
prior to his election as secretary-treas- 
urer of Franklin Life early in 1940. 

Mr. Frederick, assistant actuary since 
1940, will complete 20 years of service 
with Franklin Life Nov. 1. An alumnus 
of the University of Illinois, Mr. Fred- 
erick is an authority on life insurance 
taxation and has helped prepare the 
company’s annual statements for filing 
with the state departments. Mr. Fred- 
erick will continue with his actuarial 
work in addition to new duties. 


Joins Royal Highlanders 


Royal Highlanders Mutual Life of 
Nebraska has appointed Grover K. 
3aumgartner, until recently vice-presi- 
dent of the First Trust Company of Lin- 
coln, as assistant to the president, in 
charge of the mortg2ge loan department. 
He is now serving his third term as 
president of the Nebraska Mortgage 
3ankers Association. 





Ehrenclou to New Post 


Orvar A. Ehrenclou, actuary and as- 
sistant secretary of Northern Life of 
Seattle since 1924, has been named actu- 
ary of Insular Life of Manila, which 
now has its home office in Honolulu. 
Mr. Ehrenclou, who is noted for his 
mountain climbing exploits in the north- 
west, was given a farewell party by his 
associates. 

Mr. Ehrenclou stated that although 
the home office of the Insular Life is 
now temporarily located in Honolulu, it 
will probably be returned to the Philip- 
pines following the close of the war. 
The company for years has restricted its 


business to Hawaii and Philippine 
Islands. 
Northern Life has not yet ap- 


pointed a new actuary. 


Sun Life’s Dividend Declaration 


Sun Life of Canada has declared a 
dividend of $3.25 per share for the quar- 
ter ending Sept. 30, payable Oct. 1 to 
shareholders of record Sept. 15. 


Phila. Insurer Reincorporated 


Provident Home Beneficial Society of 
Philadelphia has been reincorporated as 
Provident Home Industrial Mutual Life. 


The Missouri of St. Louis is building 
a 55 foot extensien to its present home 
offices. 


Accident and United Benefit Life 


American Mutual Names 
Farley at Milbank, S. D. 


Lyle H. Farley has been appointed 
general agent of the American Mutual 
Life at Milbank, 
= 

Mr. Farley was 
general agent of 
Midland National 
Life of W atertown, 
S. D., before join- 
ing American Mu- 
tual Life. He had 
been associated 
with Midland Na- 
tional for more than 
20 years. He is a 
native of Milbank. 

Vice-president H. 
F. McConachie of 





American Mutual 
made the appoint- 
ment and an- L. H. Farley 


nounced addition of several representa- 
tives to company agency forces at Kan- 
sas City, Des Moines, Oscaloosa, Ia., 
Los Angeles, and Sioux City, Ia. 





Neal Made Metropolitan 
Manager at Spartanburg 


John E. Neal, a Virginian by birth 
and a former educationalist, has been 
appointed manager for the Metropolitan 
Life in Spartanburg, S. C. He succeeds 
A. C. Turbeville, who was transferred 
to Florence, S. C., where he is now in 
charge of the district office. Mr. Neal, 
a native of Ophelia, Va., completed his 
formal education at William & Mary 
College. Before entering the Metrdpoli- 
tan’s employ, Mr. Neal held a teaching 
post at St. Albans, W. -Va. 

He went to work for the company in 
February, 1933, as an agent in Rich- 
mond, Va., and within less than two 
years had become assistant manager at 
Newport News, Va. In June, 1938, he 
was appointed a field training instructor, 
his duties taking him into a number of 
the southern states. About two years 
later, he was made agency supervisor 
in the southern territory. 

From his new office at 704-706 An- 
drews building, Mr. Neal directs a staff 
of three assistant managers and 18 
agents. 


Omaha Companies’ Changes 


W. J. 
manager of 


Morgan has been appointed 
Mutual Benefit Health & 
for 
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South Carolina. Roy Morgan, Georgia 
manager, will be associated with his 
brother. New offices are established at 


Columbia, S. C. W. J. Morgan has been 


with the company, working in Dallas. 
He was in the agency department, f- 
nally being appointed assistant manager 


in 1940. 
Stribling, Page Now with 
California-Western States 


California-Western States 
nounces several changes: 

Harold Stribling, past president 
Omaha Association of Life Underwrit- 
ers, has been named manager of the 
Oakland, Cal., agency, succeeding Ran- 
dall H. Hepfer, who recently resigned. 
Mr. Stribling has a background of both 
supervisory and selling experience. 

Mr. Hepfer recently became manager 
of the life insurance department of New- 
house & Sayre in San Francisco. 

William A. Page, formerly supervisor 
of Amicable Life, has been appointed 
manager in Houston. 

Robert B. Parker, for three years unit 
manager of the San Antonio agency, has 
been promoted to manager. 

F. H. Ryan of the Del Rio agency 
has been appointed unit manager of that 
agency. Prior to going with California- 
Western States last March, he was a Del 
Rio auto dealer and chamber of com- 
merce leader. 

Ed Chilton and Kenneth Kunkel, San 
Diego agents have been named unit 
managers there. 


Life an- 


Jacobson Made A. & H. Manager 


LOS ANGELES—Louis J. Jacobson, 
who has been one of the leading pro- 
ducers of the Hoyt M. Leisure agency 
of Occidental Life of California, has 
beeneappointed manager of the accident 
and sickness department of the agency. 
George Alvord has been named broker- 
age field representative. 

Mr. Jacobson, a graduate of Lehigh 
University with an engineering degree, 
has been a consistent producer in the 
Leisure agency for 13 years. Mr. AI- 
vord has been in the insurance business 


in Los Angeles since the former war, 
most of that time in the brokerage end 
of the business. 


Travelers Makes Changes 


Robert T. Wallace has been appointed 


life and poi field assistant by 
travelers at Nashville, Tenn. Mr. Wal- 
lace taught for a year in Lewisburg, 
Tenn., and then went to Columbia, 
Tenn., and taught in the schools there 
from 1936 to 1940. After two years as 
a teacher in Fayetteville, he returned to 
Columbia, where he has spent the last 
year as an instructor at Columbia Mili- 
tary Academy. 

Henry C. Gauthier, assistant district 


group supervisor of Travelers at De- 


troit, has been transferred to Grand 
Rapids in the same capacity. Charles 
\. Chrow, district group supervisor at 
Jaltimore has been appointed district 


the ar 
C., and Richmond, \ 
His headquarters will be 


group) supervisor of 
Washington, D. 
branch offices. 
in Baltimore 


Newark Agency Is Leader 


The Newark branch of Manufacturers 
Life, J. Stanley Dey, manager, led the 
United States division for August in 


business and has paid for its 


1943 allotment. 


paid-for 


entire 


The Newark office leads the U. $. di- 
ision in paid for business for the year 
to date and tops all offices in this coun 
try on ‘percentage of allotments with 
= € 
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LIFE SALES 


MEETINGS 





Ohio National Life Agents 
Honor Glassbrook in 
25th Anniversary Drive 


Climaxing a two-month sales drive 
totaling over $2,000,000 new business in 
honor of N. E. Glassbrook, central divi- 
sion manager of Ohio National Life, 
division members attended a sales meet- 
ing at the home offices in Cincinnati. 
Forty-one men from Indiana 


Michigan, 








N. E. GLASSBROOK 


and Illinois won trips in the campaign 
in celebration of Mr. Glassbrook’s silver 
anniversary. 

Mr. Glassbrook has been in the life 
insurance business 32 years. He joined 
Ohio National in 1918, and has been 
manager of the central division since 
1938. 

The Cincinnati gathering opened with 
a luncheon followed by a meeting at 
which sales problems and plans were 
discussed. dinner, attended by divi- 
sion members and company officers, was 


held in Mr. Glassbrook’s honor, at 
which he was presented an engraved 
watch. Production cards and a plaque 


were also presented to him by division 
members. 


National Guardian Meeting 


Leading producers of National Guar- 
dian Life attended a two-day planning 
conference in Eau Claire, Wis., to dis- 
cuss and analyze future sales possibili- 
ties, particularly as reg gards postwar 


prospects. Archie V. Hurst northern 
Wisconsin general agent, was _ host. 
P rospects for the dairy industry of Wis- 
consin and Minnesota and its importance 
as a principal industry in that area were 
discussed by W. G. Carson, formerly ot 
the Wisconsin department of agriculture 
and now with Kraft Cheese Co., Chi- 
cago. 


Kerber Agency Holds Its 
Annual Conference 
at Lake Delavan, Wis. 


The northern Illinois agency of 
Equitable Society held its annual con- 
ference at Delavan Lake, Wis. H. E. 
Kerber of Elgin is head ‘of the agency. 
Accompanying him there were District 
Managers Movius and Ballentine. 

Joseph A. Levy, who specializes in 
juvenile policies, emphasized their “by- 
product” value, on the theory that other 
members of the family at once become 
potential prospects. Julius Seidenfeld, 
stressing binder business, pointed to 
95% of his cases closed on binder, thus 
testifying to his clients’ confidence and 
his own conscientious endeavor to effect 
their protection as soon as possible. 


Analyzes 1,200 Applications 


Cashier J. L. Beesley of Chicago pre- 
sented an analysis of 1200 ordinary ap- 
plications which passed through his of- 
fice, showing that the age distribution, 
irrespective of war conditions, was nor- 
mal and that many applications were 
from sole proprietors of small busi- 
nesses with the largest percentage’ of 
applicatic:s from executives; further, 
that 29% of the applications were in the 
19 to 29 age group. 

Mrs. Isabelle E. Bellows 
present-day opportunities 
prospects, stating they outnumber men 
in offices by five to one. 

P. F. Pfingsten has a good annuity 
approach. He inquires: “Are you too 
busy to think of the time when you 
won't be too busy?” He has placed 
many joint and survivorship contracts 
which he calls “Husband and Wife an- 
nuities.”’ ° 


spoke on 
among women 


Convertible Policy to Farmers 


H. Willis Binnie has had considerable 
success in placing the convertible policy 
with farmers through use of the con- 
vertible demonstrator and diagram. 


“Farmers,” he 
a termination 
crop.” 

Harold B. Dodson, who also oper- 
ates among farmers, gets their attention 
through the retirement income policy, 
especially among those who plan to re- 
tire early in life. 

John L. Quin, field instructor from 
the home office, closed the session with 
a review of present-day opportunities, 
particularly in agricultural communities, 
and in that connection gave a compre- 
hensive review of the objectives in the 
new farm booklet. 


says, “like a policy with 
like the planting of a 
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FRASER AGENCY INCREASE 

The Fraser Agency, Connecticut Mu- 
tual Life, New York City, reports an in- 
crease of $1,244,156 in business over the 
last four months: May increase $171,- 
467, June increase $347,000, July in- 
crease $428,500, August increase $296,- 
789, 


YOUNG APPOINTS SEIBERT 

Gerald H. Young, general agent of 
State Mutual Life in New York City, 
has appointed George Seibert, formerly 
cashier and office manager of the Kelly 
agency of Fidelity Mutual Life, as 
brokerage manager. Mr. Seibert has an 
excellent background for his new duties. 
He went with the J. Elliott Hall agency 
of Penn Mutual in New York City in 
1925 not long after leaving Rutgers Uni- 
versity. After two years in the broker- 
age department he was transferred to 
the cashier’s department when Penn 
Mutual discontinued writing brokerage 
business. In 1932 he went to the New 
York premium collection office of Penn 
Mutual, servicing the policyholders 
written through the five New York City 
general agencies. 

Mr. Seibert resigned to go with Fidel- 
ity Mutual in May, 1942. In addition to 
being cashier and office manager he as- 
sisted Manager I. Austin Kelly, ILI, in 
the solicitation and supervision of the 
brokerage department. 

With the addition of Mr. Seibert to the 
staff, the Young agency is well equipped 
to offer complete service to brokers and 
surplus writers in the New York City 
area. O. H. (“Doc’) Burrill, 
addition to being assistant to the gen- 
eral agent, has also been in charge of 
the brokerage department for several 
years, will now be in a better position 
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to serve the agency’s clients with more 
effectiveness than before. 


EXPECT ENROLLMENT DECLINE 

Registration in courses sponsored by 
the Insurance Society of New York is 
expected to show a drop percentagewise 
similar to last year, when registration 
was 846, compared with 1,496 in 1940- 
‘41, A large enrollment of women, par- 
ticularly in the junior courses, is antici- 
pated. Last year, enrollment of women 
increased from 101 in 1940-41 to 442. 

A number of courses have already 
started, but opening of Casualty I has 
been postponed one week. Life III has 
been withdrawn. No definite date has 
been set for the opening of the insur- 
ance law course, but it will be given on 
Tuesdays and Thursdays starting the 
middle of next month. Life courses I 
and II will start probably toward the 
end of October. 


AGENCY NEWS 











Nye Agency Is Well Ahead 


For the first eight months of this year 
the H. Allen Nye Colorado agency of 
Equitable Society was 20% ahead, ex- 
clusive of group, in paid commissions 
over the same period of last year. Life 
insurance volume showed an increase of 
14%. Even including the large group 
premiums of 1942, the agency had a 
5.8% increase in commissions for the 
first eight months of this year. 





Gastil Agency August Leader 


The Walter G. Gastil agency of the 
Connecticut General Life in Los An- 
geles was the top general agency of the 
company for August in paid-for busi- 
ness and ranked fourth for the year. 





Moose Making Strong Record 


Conn W. Moose, general agent for 
Guarantee Mutual Life in southwestern 
Iowa, is making an outstanding record. 
His agency’s business for the first 814 
months is approximately 300% ahead of 
1942 for the same period. Mr. Moose is 
a former Nebraska commissioner. 





Goyette Marks Anniversary 


A. F. Goyette, general agent of Occi- 
dental Life at Pittsburgh, marked the 
anniversary of his first year in that posi- 
tion at a dinner there during the con- 
vention of the National Association of 
Life Underwriters. In attendance were 
V. H. Jenkins, agency vice-president; 
Lee J. Dougherty, vice-president; George 
V. Shipley, Chicago, home office repre- 
sentative in charge of the eastern terri- 





tory; W. B. Stannard, division manager 
for the Pacific Coast; C. E. Cleeton, gen- 
eral agent at Los Angeles; Max Abrams, 
general agent at Cincinnati; E. L. Jen- 
kins, regional group supervisor for the 
Pittsburgh territory; Alan E. Mc- 
Keough, Chicago general agent, and 
others. The Goyette agency at the end 
of July stood 15th in premiums, 17th in 
new paid volume. 





Ginsburg Agency Expands 

The Ginsburg agency of Federal Life 
at St. Louis has taken new quarters in 
the Landreth building, occupying two- 
thirds of the 15th floor. The new space 
is twice the size of the old. The Gins- 
burg office is the leading agency for the 
company and has been in that position 
since 1940 when Robert Ginsburg be- 
came general agent. The agency paid 
for $2,500,000 in 1942 and at this time 
is 20% ahead of its 1942 record. Mr. 
Ginsburg personally is the leading pro- 
ducer for Federal Life. There are six 
full time agents in the office. Mrs. Gins- 
burg planned her husband’s private office 
which is s especially attractive. 


CU 


New Los Angeles Schedule 


LOS ANGELES—The Los Angeles 
C.L.U. chapter has completed the ar- 
rangements for its 1943-44 C.L.U. in- 
stitute. Instead of two semesters the 
chapter will conduct three semesters, 
running up to the June examination 
time. Classes will be for one hour in- 
stead of two hours as previously. 

Section A students will start their 
studies at 4 p. m. Sept. 27; Section B, 
5 p. m., Sept. 27; Section C, 4 p. m., 
Sept. 29 and Section D, 5 p. m., Sept, 
29. Arrangements will be made later 
for Section E classes which will be 
held weekly. 














Course at Newark University 


C.L.U. courses will be given this year 
at the University of Newark. Regis- 
tration for courses A, B and C will be 
made at the first meeting of the class 
Oct. 4, 5 and 7%. Parts D and E will 
start early in February. Albert J. 
Schick and Arthur E. Schmauder of 
Prudential will be instructors. 





Start San Francisco Classes 


San Francisco C.L.U. chapter has 
completed arrangements for new begin- 
ning classes, Part A to start Oct. 7 
and Part B in January. The classes are 
under the auspices of the San Francisco 


Junior College. W. C. Marsh, instruc- 
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tor of insurance at the college, will give 
Part A lectures. President Joseph 
Sousa, Metropolitan, is urging all gen- 
eral agents and managers to stimulate 
enrollment under C. H. Lindford, chair- 
man of the educational committee. 





Detroit Classes Scheduled 


DETROIT—The Detroit C. L. U. 
chapter will hold two 15-week study 
classes. One covers banking, finance 
and general education and is held each 
Wednesday evening at Rackham Me- 
morial Hall starting Oct. 6. The other 
covers Part A and begins Oct. 7, meet- 
ing each Thursday evening. J. R. Ken- 
nedy, New England Mutual, is chairman 
of the chapter’s educational committee. 


MANAGERS 


Make New Agent Desire 
Contract, Farrell Suggests 


D. J. Farrell, general agent of Pacific 
Mutual Life, spoke to the San Antonio 
Life Managers Club on recruiting. 

In the past agency managers have 
shown themselves entirely too anxious 
to get men, he said, and have failed to 
impress those seeking contracts with the 
idea that they are asking for an impor- 
tant connection with a great business 
and that consequently life insurance has 
been considered by the successful busi- 
ness man as a field for failures in other 
lines of work. He emphasized the need 
to impress the man who desires a con- 
tract that he must pass tests to show 
that he has the essential qualifications 
for success. 

To be able to use this plan for secur- 
ing capable men as agents, he said it is 
necessary that the manager have a dem- 
onstrable selling plan to show the pros- 
pective agent and prove that this plan will 
create sales and enable the agent to fi- 
nance himself. Close supervision is re- 
quired, so that the capable man may en- 
ter the selling of life insurance on the 
proper basis. 

He emphasized the importance of 
careful selection from those who come 
in response to an advertisement or 
through other sources. 














Houston Cashiers Group 
Wins National Honor 


The Life Agency Cashiers Associa- 
tion of Houston, Tex., winner in the 
founders trophy contest of the Life 
Agency Cashiers Association of the 
United States and Canada, will conduct 
activities of the National association for 
the year beginning Oct. 1, 1943, it was 
announced by Miss Christine Ludwig, 
State Mutual, Chicago, president. 
Twenty-two member associations par- 
ticipated in the race for the trophy 
which carries with it the national head- 
quarters. 

The Houston association, of which 
Miss Betty Frew, Connecticut Mutual, 
is president, soon will announce the new 
national officers and directors. 

The national association was organ- 
ized in San Francisco in 1939. There 
are now 30 member associations with a 
total membership of some 700 cashiers, 
of whom 150 representing five associa- 
tions, have been added during the last 
year while the headquarters have been in 
Chicago. 

Under the by-laws, national headquar- 
ters cannot remain more than one year 
in any one member association. The as- 
sociation is largely educational in nature 
and is regarded with favor by life com- 
pany and agency officials throughout 
the country. 





Albany Managers Meet 


M. R. Perry, educational director of 
the Phoenix Mutual, spoke on “Recruit- 
ing—It Can Be Done Today,” at the 
September meeting of the Albany 
(N. Y.) General Agents & Managers 


Association. New officers installed were: 


John H. Clyne, Phoenix Mutual, 





RAINBOWS 
(END SS 


On July 28, 1937, the Bankers Life 
Company of Des Moines issued a 
$15,000 policy to the sales manager 
of a large mercantile establishment. 
The Bankers Life agent suggested 
$100 per month income for the fam- 
ily in the event of the death of the 
insured. 


“Make it $150 a month,” the 
prospect said. “That will be better. 
That will take care of the two chil- 
dren until they are graduated from 


High School.” 


The policy was written in that 
manner. 


On August 13, 1943, the insured 
man died, after a long illness and 
confinement in a hospital and a del- 
icate and expensive surgical opera- 
tion. The family savings had been 
used up; the family is dependent 
upon the Bankers Life policy. 


Just what will that $15,000 Bank- 
ers Life policy do for them? 


To start with, upon proof of 
death, the Bankers Life Company 
paid the widow $1,498.16 — the 
“clean-up” fund. 


In addition, for the next 167 
months she will receive a check 
every month from the Bankers Life 
Company for $149.81 and on the 
168th month will receive a fractional 
payment of $72.49; a total of $25,- 
090.76. 


But this will not be all. 


The insured had provided that if 
his widow is living on the date of the 
last monthly payment (July 28, 
1957), the final amount provided for 
in the policy is to be paid to her in 
further monthly instalments for a 
minimum fixed period of 20 years 
and as long thereafter as she is liv- 
ing. These payments will be $77 a 
month. 


In other words, after July 28, 
1957, the widow will receive a life 
income of $77 amonth. These pay- 
ments (over a minimum period of 20 
years certain) to the widow or chil- 
dren in the event of her death will 
amount to $18,480; and they will 
continue so long as the widow may 
live. 

A recapitulation of the payments 
which the Bankers Life Company 
will make on the $15,000 policy, 
upon which premiums had been paid 
in the amount of $3,960, follows: 


Clean-up fund........... $ 1,498.16 
$149.81 per month for 
IG? moms... ..... 25,018.27 
Final partial monthly 
payment.......-..+..; 72.49 


Life income of $77 a 
month for a minimum 
period of 20 years...... 18,480.00 

Total payments....... 

Profit on investment... . 
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president; Frank J. Colbert, Union Mu- 
tual, vice-president; John C. Martin, 
John Hancock, secretary - treasurer; 
Michael J. Foley, Prudential; R. L. 
Cummings, New England Mutual; 
H. W. Albright, Penn Mutual; E. D. 
Carlough, Jr., Mutual Benefit, directors. 


Newark Cashiers Elect 


At the annual meeting of 
Agency Cashiers Association of New- 
ark, these officers were elected: Presi- 
dent, Carl Brugge, Sun Life of Canada; 
secretary-treasurer, John Van Orden, 
Prudential. There was a general dis- 
cussion on the L.O.M.A. courses. 








the Life 


Morse Entertains Managers 

Joe D. 
State Life 
tained the 


Morse, president of Home 
of Oklahoma City, enter- 
General Agents & Managers 
Club at his suburban home with a 
fish dinner, to celebrate a recent record 
catch made by the host and a group of 
friends on the eastern coast of Mexico. 


Detroit Cashiers Reelect 


Helen V. McCoy, State Mutual, was 
relected president of the Life Agency 
Cashiers Association of Detroit at the 
annual meeting which concluded the as- 
sociation’s first year of operation. Other 
officers reelected were D. B. Anderson, 
Phoenix Mutual, vice-president; Ger- 
trude A. Deigert, John Hancock Mu- 
tual, secretary, and P. E. Clark, Massa- 
chusetts Mutual, treasurer. 
assistant vice-presi- 
dent Northwestern National Bank, ad- 
dressed the dinner meeting of the Life 
Agency Cashiers Association in Minne- 


Roy N. Gesme, 


apolis Thursday evening. Also Clar- 
ence Molstad gave a talk on raising 
snakes. 


The Life Insurance Cashiers Associa- 
tion of Buffalo will open a course which 
will stress the necessity of better service 
to policyholders and a clearer under- 
standing of the insurance business, Pres- 
ident Edward F. Janner announced at 
the association’s first fall meeting. 

Ernest Marott was elected the new 
treasurer of the Life Insurance Cashiers 
Association of Peoria, Ill., at the first 
fall meeting. He replaces Jerry Rawls, 
now in the armed forces. 


CHICAGO 


HEADS CHICAGO DRIVE 


Frank S. Coffin of Moore, 
man & Hubbard, has been named chair- 
man of the insurance division of the 
Chicago Community Chest drive. The 
quota is $190,000. 

E. C. Hoy, Sun Life, 


captain. 





Case, Ly- 


is life insurance 


ERNEST PALMER WITH WARNER 


Ernest Palmer, former Illinois insur- 
ance director, has become associated 
with Lansing B. Warner, Inc., attorney- 
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in-fact for Warner een Insurers 
at Warner Inter-Insurance Bureau and 
Canners Exchange Underwriters. The 
office is in the Furniture Mart at Chi- 
cago. He has been residing at Spring- 
field since he left office, engaging in 
private ~~. 


John E, Warner, son of the late Lan- 
sing B. Warner, is president. 


INSURANCE SECTION LUNCHEON 

meeting of the Illinois 
chamber of commerce will be held at 
the Palmer House, Chico70, Oct. 8. 
It has been the custom to have the an- 
nual luncheon of the insurance section 
the same week. It so happens that the 
American Life Convention meets that 
week and therefore the luncheon could 
not be held because a number of mem- 
bers desired to attend that meeting. L. 
D. Cavanaugh, president of the Federal 
Life, is chairman of the insurance sec- 


The annual 


tion. It is likely that toward the latter 
part of the month a luncheon will be 
held. 
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Baltimore Life—At the end of the first 
37 weeks of the year its gain in ordi- 
nary insurance in force is greater than 
in any previous year in its history. In 
industrial also all previous full year’s 
records have been broken by the gain 
in the first 37 weeks. 

Business Men’s Assurance — August 
was the largest single month in nearly 
five years. Total production for the first 
eight months is 21% ahead of the same 
period last year. San Francisco led the 
branch offices, and J. I. Sanders, San 
Francisco, ranked first in individual pro- 
duction. Manager B. A. Hedges of 
Wichita had the largest month’s_ busi- 
ness since the Kansas branch was estab- 
lished in 1931. 

Security Mutual Life, Neb. — Fight 
months production totals showed an in- 


crease of $1,314,000 or 44%. August 
production was up 18%. 
Manhattan Life Roundup 

NEW YORK—Manhattan Life 1s 
holding its annual agency conference 
this week at Rye, N. Y. The meeting 


closes the Manhattan club year and also 
the Halsey cup contest. A large num- 
ber of home office officials are present, 
headed by J. P. Fordyce, president. 


Worley Harr, state manager of At- 
lantic Life, has opened his offices in the 
Norwood building, Austin, Tex. 
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Life Insurance Is Most 
Unique Contract 


NEWARK — Life insurance is the 
most unique contract in existence, E. 
Paul Huttinger, second vice-president 
Penn Mutual Life, told the Life Un- 
derwriters Association of Northern New 
Jersey. “Through the most acute de- 
pression in world history, this contract 
was the most reliable promise men lived 
by. It stood like a mighty fortress and 
was completed for cash, loan value or 
death’ benefit when demanded. We 
should remember in that time many 
individuals and business enterprises as 
well as the governments of the world 
ignored the most solemn promises made 
to their own people and to each other. 
Asa matter of fact, the present war was 
caused by just that repudiation. That’s 
why I believe the life insurance contract 
stands as a unique and friendly beacon 
in a dark and stormy sea, giving all of 
us tangible rewards for the faith we 
have had in it.” 


Michigan Schools for 
Local Association Officers 
DETROIT — The Michigan State 


Association of Life Underwriters’ train- 
ing school for local association officers 
and committeemen, held in three cities, 
drew a total attendance of 90. With the 
curriculum for the schools entirely re- 
vised this year in keeping with the 
changing times, a complete blueprint of 
the steps necessary in planning, conduct- 


ing and getting attendance for local 
meetings was presented by a group of 
state leaders. 


Emphasis on War Effort 


Emphasis was placed on conducting 
war bond drives, blood donor drives and 
similar aids to the war effort. At the 
Jackson meeting, where officers and 
committeemen from Lansing, Detroit, 
Battle Creek and Jackson attended 
H. B. Thompson, secretary-counsel of 
the state group, read and explained the 
46 steps necessary in the planning and 
conducting of regular and special meet- 
ings and drives. 

Mr. Thompson also discussed legisla- 
tion. Harold Brogan of the Ohio Na- 
tional, Lansing, past president, covered 
publicity for meetings; Charles Milner, 
Great-West Life, Flint, state president, 
securing and holding of membership; 
Wim. Nicholls, Jr., Penn Mutual, Grand 


Rapids, attendance, and E. P. Balkema, 
Northwestern National, Detroit, past 
president, programs. 

The same program was used at Sagi. 


naw, with Mr. Thompson handling 
legislation and publicity and Mr. Bal- 
kema the other subjects. At Grand 


Rapids Mr. Milner handled membership, 
Mr. Brogan publicity and legislation and 
Mr. Nicholls attendance and program. 

The state association is taking an 
active part in the third war loan drive. 

Prior to the schools the association 
sent out a questionnaire to the locals 
asking what specific topics they would 
prefer to learn about. The conducting 
of war drives was the principal request, 
so this was stressed above all else in 
the coiferences. Second in line were 
requests for the best means of satisfy- 
ing the growing public demand for more 
information on taxation matters. In the 
latter connection, the schools recom- 
mended that policyholders’ meetings be 
conducted by the locals with all mem- 
bers privileged to invite their principal 
clients. Tax experts (preferably not 
themselves in the insurance business), 
were recommended as the speakers at 
such gatherings. 

Aiding in the specific discussions of 
the problems involved in putting on 
drives for bond sales, etc., were Harold 
Krutsch, John Hancock, Detroit, for 
two years head of the Agents’ Advisory 
Council of Qualified Life Underwriters, 
and L. E. Malone, Sun Life, Detroit, 
president of QLU. The Detroit organi- 
zation has been presented with a special 
award by the Secretary of the Treasury 
for its work in Series E bond sales by 
payroll deduction in Wayne county. 


War Against Poverty Will 
Continue, Jeter Declares 


BIRMINGHAM, ALA.—The war 
against poverty and want fought by life 
insurance will continue even after peace 
is signed, Edwin R. Jeter, South Caro- 
lina manager Equitable Society, told the 
Birmingham Association of Life Under- 
writers. E. E. Dent, Birmingham man- 
ager Equitable, introduced the speaker. 

“The war has given a new meaning to 
sacrifice, although life insurance has 
been teaching sacrifice down through 
the year,” Mr. Jeter said. “That is why 
a man wears a suit a little longer or 
drives his car a little more—so that he 
may provide insurance for himself and 
family. Ours is a business of sacrifice, 
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“When the practice of thrift becomes not only a private 
virtue but a public duty, the maintenance of an ever 


increasing flow of premium savings 


assumes an added 


significance. . . . Furthermore, every dollar paid for life 
insurance is a dollar withdrawn from the competitive 
market for a steadily diminishing supply of consumer 
goods, and is a weapon in the constant fight against 
increasing prices and inflation.” 


From the Remarks of M. R. Gooderham, President, 
56th Annual Meeting 
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one which in its function appeals to 
every fundamental virtue.” - 

In discussing “The Logistics of Life 
Insurance Selling,” Mr. Jeter said that 
in military science this word had to 
do with “getting thar fustest with the 
mostest men,” but for the agent it 
means time control, grit and “ability to 
take it.” He paid his respect to what 
he termed the “triple-threat gripe, grum- 
ble and groan agent who pays $2,000 to 
$3,000 a year for the privilege of belly- 
aching.” He said there was no place 
in life insurance or in the army for such 
a man. 


Peoria Congress Chairmen Named 


At the first general meeting to or- 
eanize for the sales congress on “Life 
Insurance—Geared for Victory,” to be 
held in Peoria, Ill., at the Hotel Pere 
Marquette Nov. 6, Clifford R. Garrett, 
general chairman, appointed these com- 
mittee chairmen: Attendance, James M. 


Clark; sub-attendance, Norman E. An- 
dersen; Illinois companies, Frederick A. 
Schnell; industrial managers, James B. 
Scott; local, Edgar R. Small; state asso- 
ciations, Chester T. Wardwell; women’s 
attendance, Bertha H. Coyle and Elsie 
Fiske, co-chairmen; auditorium, Emmett 
C. Goddard; general agents-managers 
meeting, Kenney E. Williamson; pro- 
gram, Lester O. Schriver; publicity, 
Rupert L. Mills; reception, C. W. 
Reuling; ticket and finance, Steve A. 
Batorson; and transportation, James R. 
Love. 


Champaign County, Ill—The associa- 
tion has resumed its fall activities fol- 
lowing an active summer during which 
there was a get-together picnic at which 
membership was increased to a number 
60% greater than in 1942. In August the 
association heard a talk by Russell C. 
Whitney, Connecticut Mutual Life, Chi- 
cago. 


Centralia, Ill—Dwight D. Coffin of 








HOME OFFICE 
CHICAGO 


and 9 in the West. 





MUTUAL TRUST 


LIFE INSURANCE COMPANY 





‘ss Faithful as Ole Failhful 


SAME RATES — SAME DIVIDENDS AND SAME 
NET COST SINCE 1937 


STILL 3% RESERVES — STILL 3% OPTIONS 


60 Millions of Assets and Over 200 Millions of Insur- 
ance in Force Built Up in 38 Years by Successful 
General Agents Operating Under a Liberal General 
Agency System in 18 Healthful States — 9 in the East 


Men Who Believe They Have General or District 
Agency Qualifications May Obtain Full Particulars 
by Addressing the Agency Department. 


Nothing Beller in Life Pnsurance 





FIELD BUILDING 
ILLINOIS 








GLOBE LIFE INSURANCE COMPANY 


OF ILLINOIS 








Soliciting Agents in Illinois 
VERY ATTRACTIVE CONTRACTS 





COMPLETE LIFE INSURANCE 
COVERAGE— 


AGES 0-60 


Excellent Line of Juvenile Policies 
FULL BENEFIT AGE 5 





Home Office Address Since 1895 


431 South Dearborn St., Chicago, Illinois 
WM. J. ALEXANDER, PRESIDENT 











Flora was elected vice-president to take 
the place of Gilbert Hubbard who has 
moved from the territory. President W. 
B. Buckley of the state association gave 
a talk in which he outlined the neces- 
sity for closer cooperation between ordi- 
nary and industrial agents. The next 
meeting will be held at Salem, the 
evening of Oct. 12. 


Detroit—A service flag to be displayed 
at meetings has been gotten up bearing 
22 service stars, one of them golden. 


Macon, Ga.—J. E. K. Kennedy, Atlanta 
manager Sun Life of Canada, spoke on 
selling life insurance in war times. O. 
W. Williamson, Metropolitan Life, the 
new president, presided for the first 
time. 


Peoria, Ill—Hugh D. Hart, vice-presi- 
dent Illinois Bankers Life, addressed the 
first fall meeting Thursday. 


San Diego, Cal.—The “fall kick-off 
meeting” had more than 100 of the mem- 
bers and guests in attendance, 

Arthur Rosenblum, Los Angeles attor- 
ney specializing in insurance law, spoke 
on “The Incontestable Clause—the Most 
Important Clause in the Life Insurance 
Policy.” He reviewed the historical de- 
velopment of life insurance policies, 
pointing out the increasing benefits for 
the insured, and the relative decreasing 
restrictions in favor of the companies. 


Hartford.—Members have formed a 
committee to assist the Hartford blood 
donor center in recruiting 2,500 blood 
donors a week. Headed by Frank Town- 
send, Connecticut General, the committee 
will contact industrial concerns to ar- 
range group donations by employes. The 
committee consists of R. H. Brainard, 
New England Mutual; F. J. Links, Trav- 
elers; I. M. McDonald, Phoenix Mutual; 
C. E. Buckland, Aetna Life; H. D. Free- 
man, W. H. Brodhead and F. T. Fenn, Jr., 
Connecticut Mutual; and D. E. McKelvie 
and C. F. Hagenow, Connecticut General. 


St. Paul—Newell C. Day, general agent 
of Equitable of Iowa, Davenport, Ia., will 
speak at the first fall luncheon meeting 
Sept. 27. 


Minneapolis—E. B. Thurman, Chicago 
general agent of New England Mutual 
Life, will speak at the first fall luncheon 
meeting Sept. 30. Mr. Thurman also will 
be guest of honor at a dinner given by 
O. J. Arnold, president of Northwestern 
National Life. 


Paducah, Ky. — A stimulating sales 
congress is planned here for Nov. 18. W. 
H. Andrews, Jefferson Standard Life, 
Greensboro, vice-president National as- 
sociation; John W. Brown, Mutual Bene- 
fit, Louisville; John A. Witherspoon, 
John Hancock, Nashville, past president 
National association, will speak. Either 
E. W. Craig, president, or E. B. Steven- 
son, executive vice-president of National 
Life & Accident, also will talk. 


San Francisco—Meetings started Sep- 
tember 22 with an address on citizen- 
ship in a day of tension by Bishop Karl 
M. Block of the Episcopal diocese of 
California. Bishop Block was a chaplain 
in the army in the first world war. 
President Clifford Henderson outlined 
plans and organization of committees 
for the coming year. 


Oklahoma City—At the first meeting 
of the season Sept. 24, highlights of the 
N. A. L. U. convention in Pittsburgh will 
be presented by Theo. Green, president; 
Tom B. Reed, secretary; Al Irwin, na- 
tional committeeman, J. Hawley Wilson 


and R. W. Dozier, Massachusetts Mu- 
tual, member of the Million Dollar 
Round Table. 

Waterloo, Ia. — At the opening fall 


meeting E. E. Cooper, assistant agency 
vice-president of Equitable Life of 
Iowa, talked on “Clouds and Silver Lin- 
ings.” He spoke of the frustration since 
the war began and its effect on the life 
insurance business, pointing out the fact 
that the reasons for buying insurance 
haven’t changed because of the war. 
However, many more reasons have been 
added. Life must go on just the same 
whether in war or peace. 

Mr. Cooper also emphasized the fact 
that life insurance money can keep 
homes intact for the boys who are in 
the service. The obligation is to pre- 
serve the economic structure of the 
country for these boys. 

Corpus Christi, Tex.— Walter Koch, 
chairman third war loan drive in Nueces 
county, spoke on the dangers of infla- 
tion. 

Dayton, 0. — Paul M. Smith, general 
agent New England Mutual Life at Co- 
lumbus, president Ohio association, 
spoke. 








AN UNUSUAL 


SALARIED 


OPPORTUNITY 


for the 


RIGHT WOMAN 


A company which believes 

in the real future of women 

in the Life Insurance busi- 

ness has an opening for an 

experienced woman life 

agent with a successful rec- 

ord who has the capacity 

and desire to get into organ- 

ization work. This attractive 

position, which will require 

the supervision of women, ' 
has been created by the ex- 
pansion of our women’s de- 
partment on the Pacific 
Coast. 


Salary, office allowance, ex- 
pense account, overwriting 
and personal retirement 
plan offered. Employment 
will be direct with Home 
Office but personal produc- 
tion privileges permitted. 


If the thought of living in 
the West and working with 
an alert progressive com- 
pany with more than 200 
millions in force appeals to 
you, write box number S-81, 
c/o The National Under- 
writer, 175 W. Jackson 
Blvd., Chicago 4, Illinois, 


for full information. 


In first letter please state 
length of your life insurance 
experience, number of years 
with present company, edu- 
cational background, other 
previous business and super- 
visory experience if any. 
Your inquiry will be held 
strictly confidential. 
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Reversionary Right 
Subjects Proceeds 
to Estate Levy 


(CONTINUED FROM PAGE 1) 


fully transferred until death and conse- 
quently it is subject to tax. 

Regulations 105, section 81.25 state: 

“Life insurance not includible in the 
gross estate under the provisions of 
paragraph (g) of section 811 and sec- 
tions 81.26, 81.27 or this section may, 
depending upon the facts of the particu- 
lar case, be includible under some other 
paragraph of section 811 and the sections 
of these regulations pertaining thereto. 
Thus, in the case of insurance upon his 
own life which the decedent fully paid 
up prior to Jan. 10, 1941, the date of 
Treasury decision 5032, and which he 
gratuitously transferred prior to such 
date in contemplation of death, the in- 
surance proceeds are includible in his 
gross estate under section 811 (c). Simi- 
larly in the case of a decedent who never 
paid any premiums upon an insurance 
policy upon his life but possessed legal 
incidents of ownership therein (other 
than a reversionary interest) if he gratu- 
itously transferred all rights in such 
policy in contemplation of death or 
gratuitously made a transfer of such 
rights, reserving a reversionary inter- 
est whereby the proceeds are made pay- 
able to his estate if the transferees or 
beneficiaries do not survive him, the 
proceeds are includible in his gross es- 
tate under section 811 (c).” 


Committee Intent 


The regulations go on to say that “for 
the purposes of subsection (b) of sec- 
tion 811 (g) the term ‘incident of owner- 
ship’ does not include a reversionary in- 
terest. However, an assignment of an 
insurance policy by a decedent possess- 
ing other incidents of ownership therein 
under which he reserves a reversionary 
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right-of-way until the 
policy is in the mail 
bag. 
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interest may result in the proceeds of 
the policy being includible in his gross 
estate under section 811 (c).” 

That the intention of the Senate fi- 
nance committee was to remove a re- 
versionary interest from the category 
of incidents of ownership but not to 
exclude it as a basis of taxability is evi- 
denced in the following passage from the 
committee’s report dealing with section 
81] (g) of the then pending revenue bill: 

“This section (of the bill) like the 
present prov ision in section 811 (g) does 
not constitute the only section under 
which life insurance is includible in the 
gross estate. For example a decedent 
who does not pay any of the premiums 
upon a policy upon his own life but who 
possesses incidents of ow nership therein 
may not escape tax by a transfer of all 
rights in such policy in contemplation of 
death or by a transfer reserving a re- 
versionary interest whereby the insur- 
ance proceeds are made payable to the 
estate of the decedent if the beneficiar- 
ies of the policy do not survive him. In 
both cases the insurance proceeds are 
includible in the gross estate under sec- 
tion 811 (c) of the code.” 

Apparently the reasoning behind the 
insistence on a reversionary interest be- 
ing regarded as a cause for including 
proceeds in the gross estate is that even 
though the insured assigns all rights in 
the policy and all incidents of owner- 
ship to the beneficiary (or other trans- 
feree) the reversionary interest consti- 
tutes a string which makes the transfer 
incomplete until the insured actually 
dies. Since the estate tax applies to all 
transfers “at or after death” this means 
that the proceeds are considered part of 
the estate. 

The fairness of considering so slight 
and contingent a right as a reversionary 
interest as sufficient ground for making 
an otherwise completely transferred item 
of property subject to the estate tax is 
certainly open to question but there ap- 
pears to be no doubt of the intent of 
the law, the regulations and the Senate 
finance committee in this regard. Argu- 
ments have in the past been advanced 
for the application of some formula 
which would take into account the re- 
moteness of the possibility that the 
proceeds would revert to the insured by 
reason of the assignee’s prior death but 
thus far they have made little headway 
and the law takes no account whatever 
of them. 

In view of the taxable status which 
a reversionary interest gives to the 
proceeds the obvious course is for the 
insured to give up that interest and to 
have his wife specify that the policy shall 
go to her estate and then to provide for 
it to go by will to her husband. How- 
ever, this course is not liked by many 
men who prefer not to leave so much 
discretion in their wives’ hands. It is 
true that if the policy is assigned to her, 
she can surrender it or do anything else 
with it she pleases but in many cases 
the husband does not even tell his wife 
he has assigned a policy to her. Hence, 
she does not know her rights and is not 
under any temptation to upset the apple- 
cart. 


Bills in Congress 
Exempt Insurance 





(CONTINUED FROM PAGE 1) 
ing to the business of insurance or as 


impairing regulation of that business 
by the states; 
“Whereas, it is in the public interest 


that Congress affirm its intent and de- 
sire to safeguard the states in the regu- 
lation of the business of insurance; 

“Now, therefore, be it enacted by the 
Senate and the House that nothing in 
the act of July 2, 1890, as amended, 
known as the Sherman act, or the act of 
Oct. 15, 1914, known as the Clayton 
act, shall be construed to apply to the 
business of insurance or to acts in the 
conduct of that business or in any wise 
to impair regulation of that business by 
the several states.” 


Pension Trust Memorandum 
of Industry Group 





(CONTINUED FROM PAGE 2) 


for the employer to discount the amount 
of his contributions for mortality. 

5. It is impossible to establish a qual- 
ifying profit-sharing trust which is, in 
effect, a “feeder” for a pension trust cov- 
ering the same employes in order that 
the employer may contribute the maxi- 
mum of 25% of the payroll in good 
years and nothing in poor years to either 
trust. The profit-sharing trust in this 
case would be for the benefit of the 
employer and not the employes, inas- 
much as it would relieve the employer 
of his obligation to meet the contribu- 
tions to the pension trust in bad years 
and the trust, therefore, would not con- 
form to the requirements of Section 
165(a). 

6. When the type of contract involved 
in a pension trust contains no insurance 
protection but provides for the return of 
the reserve to the trustee in the event 
of the death of the employe, the amount 
of the employer’s contribution should be 
discounted for mortality in determining 
allowable deductions. 

IX. Insurance Protection in Conjunc- 
tion with Pension Plans. 

1. A death benefit may be provided in 
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conjunction with a retirement benefit 
without being considered life insurance 
protection if it does not differ substan- 
tially from the reserve at the date of 
death or the reserve at retirement less 
annuity payments already made if death 
occurs after retirement. Thus a provi- 
sion for the payment of premiums or 
premiums plus interest as a death bene- 
fit instead of the reserve may not be 
considered life insurance protection if 
there is comparatively little difference 
between the amount of this benefit and 
the reserve at all durations. 

2. Section 19.165(b)-1 assumes that 
the death benefits provided under a re- 
tirement income contract with life insur- 
ance protection consist of two elements, 
namely, (i) life insurance protection, 
and (ii) the amount of the reserve. The 
amount of reserve paid by reason of the 
death of the employe should be consid- 
ered a long-term capital gain to the bene- 
ficiary if it is paid in one sum, or ordi- 
nary income if it is paid in installments 
over a period of years. It is not in- 
tended, however, that the provisions of 
Section 22(b)(1) I.R.C. should be modi- 
fied in this way, except in the case of 
— trusts. 

. If the life insurance protection 
was ided under a pension trust is pay- 
able to the trustee for purposes of the 
trust, the cost of the insurance is not 
income to the employe under the rule 
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of Section 165(b)-1. Neither is the cost 
of this insurance protection deductible 
by the employer as a business expense. 
(See Section 24(a) (4), I.R.C.) 


Vesting in Employe 


4, If, under a contributory plan, there 
is a specific provision that the amount 
of the employe’s contribution will be 
used first for the payment of the insur- 
ance protection, such provision will be 
valid but, in the absence of such provi- 
sion, it may not be assumed that the 
employe’s contribution is so applied. If 
the employe’s contribution is to be so 
used, it is essential that all the rights and 
benefits resulting from the insurance pro- 
tection should vest in the employe. In 
all such cases, however, care must be 
taken to see that the amount of the 
employer’s contribution, after an adjust- 
ment has been made for the amount of 
the employe’s contribution toward the 
insurance protection, does not produce 
discriminatory results. 

The employe should report as part 
of his income the cost of the life insur- 
ance protection under a retirement plan 
at the time he receives the protection 
and periodically thereafter—not when 
the employer makes his first contribution 
if that happens to fall in an earlier tax- 
able year. 





Nationwide 
War Loan Drive 


(CONTINUED FROM PAGE 3) 


Pacific Mutual was introduced and made 
the announcement. 

Western & Southern Life has in- 
creased its subscription to the third war 
loan from the $25,000,000 announced last 
week to a total of $30,000,000. 

Aetna Life affiliated companies have 
purchased $81,400,000 of government 
bonds in the third war loan drive. Aetna 
Life took $78,400,000, Aetna Casualty, 
$2,000,000, and Automobile, $1,000,000. 

Midland Mutual Life purchases 
totaled $3,700,000 in the drive and the 
Ohio Farm Bureau companies, including 
Farm Bureau Life, also with head offices 
in Columbus, bought $1,250,000 worth. 
Life of Virginia Purchases 

Life of Virginia purchased $15,500,000 
worth of bonds in the drive. The entire 
subscription was dedicated to the com- 
panys 310 employes now in service, 
with each employe represented by a $50,- 
000 purchase. Two —_ were pre- 
sented to Chairman J. Holtzclaw of 
Richmond’s war loan Prod by Cor- 
poral George M. Wright, Jr., Camp Lee, 
Va., and Petty Officer James T Four- 
qurean of the navy, on leave, ae e- 
ly, from the Richmond district office and 
the home office policy department. Brad- 
ford H. Walker, president of the com- 
pany is a member of the Richmond loan 
committee. The company’s purchase ac- 
counted for nearly one-third of the city’s 
quota. 

The subscription of $425,000,000 by 
Metropolitan Life was started off by a 
check signed by Frederick H. Ecker, 
chairman, and Leroy A. Lincoln, presi- 


dent, in Mr. Ecker’s office. An inter- 
ested observer was Gale F. Johnston, 
third vice-president of the company, 


who is chairman of the insurance com- 
mittee, New York City section, for the 


drive. The amount subscribed was 
inadvertently listed last week as $425,000. 


Mutual Benefit Participation 


Mutual Benefit Health & Accident 
and United Benefit Life purchased $2,- 
000,000, for the largest bond purchase in 
Omaha so far during the third war loan 
drive. 

A. W. Heuertz, president of the man- 
agers association, announced that in 
addition the 10,000 agents of the two 
companies will conduct an intensive war 
bond sales campaign in the United States 
and Canada. ‘he 780 employes are in- 
vesting 12.5% of their payroll in’ war 
savings. 

General American Life took $5,000,000 
of bonds in the third war loan drive. 
American Automobile bought $1,500,000 
and 334 employes, $9,712. Bond sub- 
scriptions totaling $1,927,400 have been 
obtained by 175 insurance agents and 
brokers who have been working under 
Ogden D, Prowell of the Geo. D. Capen 
& Co. agency in St. Louis. 

Home Beneficial Life, Richmond, Va., 
purchased $1,500,000 worth of wart 
bonds. 

Employes of the Atlantic Life, Rich- 
mond have bought 338 bonds individu- 
ally, and the company purchased $3,000,- 
000 of bonds. 

Kansas City Life purchased $6,000,000 
in war bonds. Business Men’s Assur- 
ance and Employers Reinsurance pur- 
chased $2,000,000 each. 


New Jersey Activities 


Col. Franklin D’Olier, president of 
Prudential and chairman of the war 
finance committee for New Jersey des- 
ignated Sept. 20 “life insurance agents’ 
week,” and representatives of all insur- 
ance companies doing business in New 
Jersey are participating in the sale of 
war bonds. 

Representatives of Metropolitan Life 
are under supervision of G. Hoyle 
Wright, superintendent of agencies, and 
Robert Lawrence, agency supervisor; 
those of John Hancock Mutual are 
under Olen E. Anderson, vice-president, 
and Victor J. Butts, regional manager; 
Colonial Life, Frederick G. Thompson, 
assistant secretary and superintendent 
of agencies, and Prudential, F. H. 
Schulze, assistant secretary. 

John A. Ramsay, general agent of 
Connecticut Mutual Life, is heading the 
Life Underwriters Association of North- 
ern New Jersey for the drive while 
Philip Torsney, president of the associa- 
tion, emphasized the campaign at the 
association meeting in Newark. The 
Passaic & Bergen County Life Under- 
writers Association drive was headed by 
President Carlson Cox. 

E. L. Chalifoux, Aetna Casualty, is 
chairman for the casualty division; and 
George H. Martin, president New Jer- 
sey Field Club, and William B. Holmes, 
president New Jersey Special Agents 
Association, fire division. 

More than 700 employes of Massachu- 
setts Mutual Life at the home office, 
acted as war bond salesmen in Spring- 
field, Mass., in the third war loan cam- 
paign. This is one of the largest armies 
of home solicitors ever turned loose in 
Springfield and their selling efforts are 
independent of what, as employes of the 
company, they may purchase. 

The rally starting the bond drive at 
Massachusetts Mutual was addressed by 
President Bertrand J. Perry and the 
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entire campaign as outlined t by Ralph 
R. Coombs, assistant to the president, 
in the absence of Charles W. Hall, 
assistant director of agencies for the 


company, and chairman of the com- 
pany’s campaign committee. 
In San Francisco under the lead- 


ership of Henry North, vice-president 
of Metropolitan Life approximately 
260 debit life agents are engaged 
in a contest to sell war bonds to clients 
and others. The men and women agents 


are canvassing door to door. Leaders 
will be presented prizes. 
The managers and _ superintendents 


have contributed $150 for prize money, 
of which $75 will be expended for a 
dinner for the best producing group and 
the remainder divided into war bond 
prizes. 

A committee to carry on the cam- 
paign has been organized consisting of 
P. G. Young, Metropolitan, chairman; 
Harry Edwards, Prudential; R. G. 
Grimes, John Hancock and H. D. Sichal, 
American National. Clifford Henderson, 
manager ordinary department Pruden- 
tial, president of San Francisco Life 
Underwriters Association, has been 
commissioned referee for the campaign. 

C. J. Klitgaard, general agent Ohio 
National Life in San Francisco, re- 
ceived some splendid local prestige and 
publicity for his company when he sub- 
scribed $100,000 in war bonds in its be- 
half to assist in meeting the quota for 
the S San Franci isco area campaign. 


Chapter 9 Plan Approved in Cal. 


The California supreme court in a 
five to one decision has approved Insur- 
ance Commissioner Caminetti’s plan for 
rehabilitation of 12 chapter 9 insurance 
companies which were seized by Cami- 
netti in 1940. 


WHEN put to the test an ounce of Loy- 
alty is worth a pound of cleverness. 

SomME men have an eye like an eagle, 
but only the vision of a clam. 


Pittsburgh Session 
Sets New High Mark 


(CONTINUED FROM PAGE 3) 


menced to think ahead to next year’s 
possibilities. There are at least two of 
the trustees who are regarded as likely 
candidates for secretary in 1944, they 
being Clancy D. Connell, Provident 
Mutual general agent at New York, and 
Philip B. Hobbs, Equitable Society 
manager at Chicago. 

The fact that Adam Rosenthal, Acacia 
Mutual manager at St. Louis, was 
drafted by the nominating committee 
to be put on the slate of candidates for 
trustee in order that the committee 
might conform to the by-laws which 
require the submission of at least seven 
names for the six trustee positions each 
year, he is very likely to be brought for- 
ward as a trustee candidate next year. 
Mr. Rosenthal made no campaign what- 
soever for the position this year but in 
being drafted he was publicized. His 
nomination was seconded by the presi- 
dents of the state associations in Min- 
nesota and Nebraska, indicating that he 
is favorably known throughout the mid- 
dle west. 


Aggressive Electioneering Absent 





The absence of aggressive electioneer- 
ing was noticeable this year. There was 
no campaign literature distributed, no 
lapel buttons, etc. This was in accord- 
ance with the expressed desire of the ad- 
ministration. While this is probably a 
more dignified procedure some observers 
made the criticism that it gives quite 
an advantage to those who have been in 
the limelight and whose activities have 
been extensively publicized and that it 
makes it difficult for a man who has not 
had a rather conspicuous record to make 
an impression. 

There was considerable discussion of 
the idea of trying to break the custom 
of advancement in office from secretary, 








Goats 





| . Paci at at A ans 





NN 


S 
0 19 

WE -1U7 

/ 75 YEARS OF 
> PACIFIC MUTUAL 4 
SERVICE } 


{ 





H 
, § 
4 


inde 
quAl's 


) 


lis! a RM ek imi a ll 























20 


to vice-president to president. In the 
old days there was a president and five 
vice-presidents with the idea that a man 
should advance through this long 
hierarchy. One reason for setting up 
the new system was to get away from 
electing a president so many years in 


advance of when he might actually at- 
tain that office. Some observers feel 
that it is a mistake even to elect a 


president two years in advance as has 
now become the custom with the under- 
standing that the secretary progresses to 
vice-president and to the chief executive. 
Witherspoon Presides 

For the first time since the fellowship 
luncheons have been inaugurated, there 
was no formal speaker. This change 
proved a wise move as considerable time 
is consumed in introductions and as 
the main purpose is to provide a friendly, 
farewell gathering, a speaker makes the 
program a bit top-heavy. John A. With- 
erspoon, John Hancock, Nashville, past 
N.A.L.U. president, presided. Pitts- 
burgh committee members, new officers 
and trustees, past presidents and other 
notables were introduced. Dr. S. S. 
Huebner, chairman American College of 
Life Underwriters, and Judd C. Benson, 
Union Central, Cincinnati, program 
chairman, received particularly enthusi- 
astic ovations. 

Grant Taggart, retiring president, was 
visibly touched when he was presented 
a silver tray in recognition of his serv- 
He expressed appreciation for the 


Ices. 
cooperation his administration had re- 
ceived. Both Mr. Taggart and Presi- 


dent-elect Herbert A. Hedges were 
greeted enthusiastically. Mr. Hedges 
was presented with a bouquet of roses 


which he turned over to his wife. Both 
Mrs. Taggart and Mrs. Hedges were 
introduced. In his acceptance t talk, Mr. 


Hedges thanked the association for hon- 
oring him and said he fully realized the 
vrave responsibilities of the presidency. 
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POLICIES 


State National Life Makes 
Changes in Policy 


The endowment at age 85, continuous 
premium and 20 payment, has been re- 
vised by State National of St. Louis. 
Annual premium rates, disability benefit 
rates and non-forfeiture values have been 
been changed. Premium rates on the 
new schedule 
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IN U. $. WAR SERVICE 


Delmar Ramsey, son of Secretary 

D. Ramsey of Business Men’s Assur- 
ance, and formerly with the group de- 
partment of the company, is in a San 
Francisco hospital recovering from ma- 
laria contracted during his 15-month 
period of foreign service. 

J. R. Anthony, Jr., secretary-treasurer 
Suwannee Life, Jacksonville, Fla., has 
been promoted to lieutenant commander 
in the navy. He is on duty in Cali- 
fornia. 

Dr. G. F. Tegtmeyer, assistant med- 
ical director Northwestern Mutual Life, 
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has been commissioned a lieutenant com- 
mander in the navy. 

Lieut. Elmer Peterson, navy air corps, 
former general agent State Mutual Life 
in Portland, Ore., has been assigned to 
the air base at Tongue Point, Ore. 


700 Sen Mutual Clerks 
Turn War Bonds Salesmen 


Employes of Massachusetts Mutual 
Life home office, more than 700 strong, 
will become war bond salesmen in the 
community this week as in the third 
war loan campaign. This is one of the 
largest armies of home solicitors ever 
turned loose in Springfield and their 
efforts at bond selling will be entirely 
independent of whatever they as em- 
ployes of the company may purchase. 

The idea was announced at a mass 
meeting of the employes. The clerical 
force was asked to pledge that each 
individual would interview at least five 
prospects among the members of his or 


her immediate family, near relatives, 
and close neighbors in an effort to sell 
them war bonds during the campaign. 


Perry Addresses Rally 


The rally was addressed by President 
Bertrand J. Perry, and the entire cam- 
paign plan outlined by Ralph R. Coombs, 
assistant to the president, in the ab- 
sence of Charles W. Hall, assistant di- 
rector of agencies for the company who 
is chairman of the Massachusetts Mu- 
tual campaign committee. The motion 
picture “The Free American Way,” de- 
veloped by the Coca Cola Company, was 
also shown. 

Working under Mr. Hall are five vice- 
chairmen, James M. Blake, Homer N. 
Chapin, Lawrence H. Shoughrue, Ray- 
mond M. Colton, and Burton T. Sorn- 
borger. Each of these men will appoint 
10 team captains who will then recruit 
their own teams from among the cler- 
ical force. 

The general campaign in Springfield 
is also being assisted by a spec ial group 
of 15 volunteer solicitors from Massa- 
chusetts Mutual. 





Limit S. D. Reserve Deposit 

PIERRE, S. D.—South Dakota's legal 
department has, on query from Com- 
missioner George Burt, held that an 
assessment benefit association which is 
required to carry an emergency reserve 
fund. with the state insurance depart- 
ment is limited to $25,000 in such a de- 
posit. Without the limitation, it is 
held that the association would be able 
to levy excessive assessments upon its 
members, deposit the excess in the emer- 
gency fund, and deprive lapsed members 
of any interest in such excess funds. 
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War-time Conference Few Insurance 


of Penn Mutual Men 
Discusses Issues 


Three top ranking 
Penn Mutual Life 
important wartime 


executives of the 
attended a_ vitally 
CORTE TE RC e 


held at Swampscott, Mass., Sept. 21-22 
at which time methods for increasing 


service to the public in view of existing 
emergency were discussed. 


Among officials attending were 
John A. Stevenson, president; Malcolm 
Adam, vice-president, and Wallis Boil- 
eau, Jr., second vice-president in charge 
of agencies. Members of the New 
England group of agencies were in 
attendance. 

Urging more democracy in business 


Mr. Stevenson said, “We all know that 
there are martinets in business organ- 
izations as well as dictators in nations 
and their effect on the people who come 
under their authority is equally un- 
1ealthy. Exclusion of people from par- 
ticipation in either government or man- 
agement has the effect of suppressing 
their initiative and destroying tneir ca- 
pacity to further the interests of an or- 
ganization. If we really believe that 
the opportunity democracy offers for 
individual development leads to a better 


state, then, as business leaders, we 
should realize that excluding members 
of our organizations from an opportu- 
nity to make contributions is a short- 
sighted policy. 
Life Insurance Position 

“The position which life insurance 


holds in our national economy will not 
be maintained by leaders who shut their 
eyes to the fact that we live in a chang- 
ing world and who offer the formulas 
of previous eras as the solution of pres- 
ent day problems. It will be main- 
tained only by leaders who have suff- 
cient insight into the problems to un- 
derstand on what basis we can operate 


with maximum efficiency and enough 
foresight to adopt procedures which 
will enable life insurance to make its 


maximum contribution to the 
life of the nation.” 
Among the general agents 


economic 


attending 


the conference are included N. W. Row- 
ley, Boston, Mass.; Carr R. Purser, 
Providence, R. I.; H. V. Krick, New 
oe Conn. ; A. E. Jensen, Burling- 
ton, Vt.: John W. Coyne, Manchester, 
N. HY s) T. Taylor, Bangor, Me.; and 
Frederick Wright, Springfield, Mass. 


The Unique Manual-Digest 
the broadest coverage of sales 
facts and figures available 
source. $5 from National 


contains 

making 
from any 
Underwriter. 
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Fathers Switch to 
War Plant Jobs 


HARTFORD—Confusion apparently 
still remains dominant among the ranks 
of pre-Pearl Harbor fathers of draft age 
in insurance circles here with regard to 
their selective service status, ae the 
War Manpower Commission’s attempt 
to force these people into war work by 
threatening to draft them has proved an 
almost complete failure. 

During the past two weeks, fewer 
than 100 persons in all the non-deferrable 
or doubtful occupations registered or in- 
quired at the Hartford office of the 
U. S. Employment Service, and only a 
small fraction of this number was actu- 
ally transferred to war work, an official 
stated. 

“Even if all the persons who com- 
municated with us had been put to 
work,” he said, “it would still be an in- 
finitesimal amount compared to the 
nuinber of jobs we have on hand.” 

Testimony of the army and navy high 
commands before the Congressional in- 
vestigating committee as to the need for 
half a million fathers to enter the armed 
services this year came too late to affect 
the decision of those who have now 
been “on the fence” for several months, 
and awaiting some final clarification of 
their position. Their decision was a 
nearly unanimous one to remain in their 
present positions, and thus be sure of 
their rights of seniority, pensions and 
insurance which might be forfeited if 
they shifted to war plant jobs. 





Alliance Life Contest Results 


The mid-summer “Play Baseball” 
agency contest of Alliance Life ended 
with a ninth inning rally. Agencies 
which shared in “world series” bonus 


money included those of Eli Goldberg, 
Houston, Tex.; J. B. Dexter, Battle 


Creek; L. R. Cardwell, Rockford, IIL; 


Paul S. Kohl, Cedar Rapids, Ia.; Tos- 
selo Knorpp, Manchester, Mich., and 
Hawthorne-Maben, Wayne, Mich. The 


leading agencies exceeded their quotas 
for the month by percentages from 86 
to 232. Total production of all agencies 
for August was 94% ahead of the 1942 
production. 


Sponsor Joint Gathering 


Dr. Gus Dyer, economist, spoke on 
“The Insurance Movement and Social 
Security” at a meeting of agents spon- 
sored by National Life & Accident and 
Life & Casualty in Nashville. 


North American Reassurance Co. 


9) John Street 
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Reault Has Added 
Macabees Duties 


Joseph E. Reault has been appointed 
to handle bond investments for Macca- 
bees, associated with Earl Akey, man- 
ager of the investment department. _ 

Mr. Reault is in charge of the public 
relations work there, and will continue 
to direct that portion of the work in 
addition to this new assignment. He 
also is special representative of Macca- 
bees. . 

After having served 16 years with the 
Michigan department, variously in the 
capacity of actuary, chief examiner and 
second deputy commissioner, he went to 
Maccabees in 1936 as manager of the 
audit-record department, at which time 
he resigned as deputy commisioner. 

In the insurance department, he served 
for a number of years on the blanks 
committee of the National Association 
of Insurance Commissioners and since 
that time has been actively associated 
with local insurance groups. 

Mr. Reault is chairman of the educa- 
tional committee of the Fraternal Actu- 
arial Association and member of the 
Executive Council. 





Modern Woodmen Junior 
Drive Nets $3,090,000 


The most successful junior campaign 
since October, 1939, was conducted by 
Modern Woodmen in July and August 
with $3,090,000 total new junior busi- 
ness written. This was 48% over the 
assigned quota. Junior production in 
the campaign was 19% higher than in 
the same period of 1942 when a similar 
campaign was staged. 

Society officials are gratified over the 
large volume of junior ordinary life, 20- 
pay life and 20-year endowment written. 
Approximately $550,000 new junior busi- 
ness written for the period was on the 
permanent forms, an increase of 95% in 
that class of business over the 1942 
campaign. 

Rivalry proved a distinct stimulus in 
the drive with 14 states paired off in 
contests. The-outstanding duel was 
between Iowa and Minnesota, the lat- 
ter winning by a small margin. 





Gathering at Eau Claire, Wis. 

EAU CLAIRE, WIS.—Norton J. 
Williams, president, and H. A. Mitchell, 
field manager Equitable Reserve, were 
guests at a dinner attended by members 
and local representatives from Eau 
Claire and surrounding cities. Mayor 
Mills extended a welcome. Speakers 
in addition to Messrs. Williams and 
Mitchell included O. J. Eggum, White- 
hall, Wis., and Irving Payne, local sec- 


retary. 
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Ohio Congress to 
Have Big Program 


The complete program for the annual 
meeting of the Ohio Fraternal Congress 
in Hotel Cleveland, Cleveland, O., Sept. 
25-26 was announced this week by 
President A. W. Franklin. This two- 
day session will immediately precede the 
annual convention of the National Fra- 
ternal Congress at the same place, and 
consequently there will be a number of 
leading fraternalists of the country in 
attendance. 

Welcome will be extended by R. J. 
Seltzer, assistant law director of Cleve- 
land, with response by Mrs. Mayme 
Hippler, immediate past president Ohio 
congress. Routine business, with the re- 
ports of the president, secretary, etc., 
will take up the first morning. 


Ohio Department Man Talks 


Dr. Albert G. Caris, statistician Ohio 
insurance department, will speak the 
first afternoon, as will Louis B. Seltzer, 


editor Cleveland “Press”; Farrar E. 
Newberry, Woodmen of the World, 


Omaha, and Judge Samuel E. Kramer, 
Cuyahoga county court, the latter on 
“Fraternalism—Its Effect on Civic 
Life.’ There will be a banquet that 
evening with President Franklin in 
charge, at which N. J. Williams, presi- 
dent National Fraternal Congress, will 
speak. 7. G. Rose, Cleveland Trust 
Co., will talk on “The One Way.” 
There will be another session Sunday 
afternoon with a talk by Foster F. Far- 
rell, manager N.F.C., on “Fraternalism 
in Action;” 


an address by Mrs. Grace 


W. McCurdy, vice-president N.F.C. and 
head of Royal Neighbors, Rock Island, 
Ill., and a talk by John A. Willo, Na- 
tional Slovak Societv. In the evening 
will be a demonstration in the ballroom, 
with a review of uniform, drill teams 
under the direction of J. C. Holtz, Mod- 
ern Woodmen. Dr. Olga Stasny, medi- 
cal director Woodmen Circle, Omaha, 
will speak on “Rehabilitation after the 
War.” 


Installation Ceremony 


New officers will be installed with 
James G. Daly, editor United Commer- 
cial Travelers, Columbus, as installing 
officer and an escort of Women’s Cath- 
olic Order of Foresters under direction 
of Mrs. Sylvia W. Neiger. 

Henry V. DeVille, Sr., first vice- 
president, is expected to be elevated to 
president of the Ohio congress. R. L. 
Kester is second vice-president; R. S. 
Cox, secretary; Onia M. Cox, assistant 
secretary, and E. C. Jacobs, treasurer. 





Interest Factor in Policy 
Not Reason for Purchase 


PORTLAND, ORE.—Billions of life 
insurance would be bought even though 
no interest were paid by the companies, 
for the services and benefits to the in- 
sured and his beneficiaries would justify 
the investment in the premiums, George 
Schoeffel, superintendent of agents Ore- 
gon Mutual Life, declared in a talk be- 
fore the Oregon State Fraternal Con- 
gress. 

“While we are not soothsayers we 
must attempt to forecast the future rates 
of interest and mortality, as far as we 
can,” he said. “The chief responsibi-ity 
of life insurance companies is to conduct 
their affairs so they can meet every ob- 
ligation under all possible contingencies, 





bills. 


THE PRAETORIANS 


Adult and Juvenile Policies on the Easy Monthly Pay- 
ment Plan, giving one the opportunity to budget his 
Life Insurance protection along with his other monthly 
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even 100 years hence. Contracts made 
by life insurance companies today may 
not be fulfilled until 2043. For example, 
a man may take out a policy for which 
he may pay premiums for the next 50 
years. Then the company may start 
paying monthly income checks for as 
long as 50 years.” 

Speaking of the government debt, Mr. 
Schoeffel said: “There is no doubt that 
the interest will be paid and the princi- 
pal retired. The increase in individual 
incomes, the promise of the huge back- 
log of wants after the war, and the 
thriftiness of the American people will 
be responsible for its clearance.” 





Fraternal Societies Buy 
in War Bonds Drive 


Fraternal societies have been contrib- 
uting loyally to the third victory loan 
campaign, as they did for those that 
went before. Modern Woodmen pur- 
chased $2,500,000, swelling the campaign 
total in Rock Island, IIl., to $7,112,500. 

First day subscription was $50,000 
from the Ancient Order of United 
Workmen of Kansas through Edgar 
Bennett, grand master workman. 





Dr. Olson with Fansteel Corp. 


Dr. Carl T. Olson, grand guide of 
A.O.U.W. of North Dakota, has been 
appointed medical director by Fansteel 
Metallurgical Corp., Chicago, and has 
taken his new post there in charge of 
the medical staff. For many years he 
practiced medicine at Wyndmere, N. D.., 
and for the last year has resided in 
Pelican Rapids, Minn. 


Texas Congress Meets Nov. 9 


The Texas Fraternal Congress annual 
convention will be held in Fort Worth 
Nov. 9, the officers decided at a meet- 
ing in Dallas. Mrs. Letha Ashley, Fort 
Worth, presided. She appointed a state 
war bond committee. Fraternal socie- 





Democracy 
In Action 


Fraternalism is Democracy in Ac- 
tion. Its national forum is the 
National Fraternal Congress which 
convenes in Cleveland, Ohio, Sep- 
tember 28-30. 


We extend hearty greetings to the 
delegates to this democratic frater- 
nal forum. May you, as the ambas- 
sadors of the millions of American 
men and women joined in frater- 
nalism for mutual social and eco- 
nomic benefits, gain much from the 
sessions of this 1943 National Fra- 
ternal Congress. 


May all of you, through mutual 
exchange of information, ideas and 
experiences carry home with you 
much of value for the improve- 
ment and extension of fraternal- 
ism throughout our democratic 
America. 


WOODMEN OF THE WORLD 
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Farrar Newberry, President 
W. C. Braden, Secretary 
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ties of Texas have purchased more than 
$700,000 of bonds, A. S. MacGregor, 
state manager Modern Woodmen, an- 
nounced. Members of the committee 
are Judge T. L. McCullough, Dallas, 
head of Praetorians; C. R. Hamilton, 
Dallas; Mr. MacGregor; Mrs. Reuben 
Young, Dallas; Mrs. Ora Baldwin, Fort 
Worth; C. E. Tippett, Fort Worth, and 
Mrs. Lena A. Shugart, Garland. 





Ben Hur Life Unassigned 
Funds Gain $116,906 


Ben Hur Life of Crawfordsville, Ind., 
gained $116,906 in unassigned funds, 
this sum having come directly from 
gains in investments, President William 
E. Rider reported. Excellent progress 
was made the first seven months this 
year in the field department with 3,332 
new certificates written for $2,924,000 
total business. 

At the end of 1942, Ben Hur had 
$650,724 in excess of all statutory re- 
quirements and it is anticipated by the 
end of 1943 there will be a substantial 


increase in the amount of unassigned 
funds above legal requirements, Presi- 
dent Rider stated. There were 680 


death claims reported in the first six 
months of 1942 compared to 664 in the 
same period this year. Mortatity ratio 
last year was 77.02%. Suspensions in 
the first half of this year were less than 
in previous years, many being caused by 
carelessness of members in observing 
their premium payment dates, and many 
being reinstated in the following month, 
Loss in membership through suspension 
has been very small. 

President Rider reported the society 
is being operated in conservative man- 
ner. The field department is living 
within its allocated budget for produc- 
tion of new business and will continue 
to do so this year. State managers have 
been cooperative in their efforts. 





Ben Hur now owns $4,375,000 par 
value of U. S. bonds. 
Robert G. Plunkett of Macon, Ga., 
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a leading attorney and a national direc- 
tor of Woodmen of the World, Omaha, 
died of pneumonia following a fall which 
resulted in a hip fracture. He had served 
the society over 35 years and was 61 
years of age. He was a former city at- 
torney of Macon and former attorney of 
the hospital commission and board of 
water commissioners. 

Nick T. Newberry, Newton R. Lacey, 
J. B. Brown and W. A. Tidwell of 
Woodmen of the World, Omaha, have 
been awarded the degree of insurance 
counsellor by the Fraternal Field Man- 
agers Association. 


ACCIDENT 


Need for A. & H. Greater 
in Inflationary Period 


LOS ANGELES—In an inflationary 
period it is logical for the public to buy 
more accident and health insurance, 
William R. Spinney, assistant trust of- 
ficer of Title Insurance & Trust Com- 
pany and former life insurance man, told 
the Accident & Health Producers Asso- 
ciation of Southern California. 

“Inflation increases prices,” Mr. Spin- 
ney said. “Prices increase the indi- 
vidual’s need for dollars. That is, the 
individual needs more dollars to buy the 
same goods or services. When faced 
by the catastrophe of accident or ill- 
ness in an inflationary period, he will 
need more dollars for medical and hos- 
pital care.” 

Any rollback of prices through gov- 
ernment subsidy will not be a sound 
attack upon inflation. What it will ac- 
tually do is shift a part of the cost of 
commodities from the  purchaser’s 
pocketbook to the taxpaper’s check book 
and the employe’s withholding deduc- 
tion. It is a political maneuver, not a 
sound attack upon inflation. 

“After the war,’ Mr. Spinney stated 
in conclusion, “many people now requir- 











ing municipal services without con- 
tributing to the tax revenue, because 


they are temporarily living in rooms and 
boarding houses, and paying no property 
taxes, will either become permanent tax- 
paying citizens or they will, for the most 
part, move away. This will bring back 
into balance the tax situation of the 
cities with a tremendously increased 
wartime population, so that the excess 
of municipal expenses in proportion to 
the taxable property values will right 
itself, and the tax burden will be more 
evenly distributed among those who re- 
quire municipal services. Cities with a 
large defense industry population will 
then have a more normal tax situation.” 


Asks Dissolution of 
D. of C. Hospital Insurer 


WASHINGTON—The district attor- 
ney has filed complaint for dissolution of 


corporation and forfeiture of charter 
against National Hospital Service So- 
ciety, Inc. 


This organization was for some years 
licensed in the district as a fraternal so- 
ciety. In 1940, the insurance department 
refused to renew its license. There has 
been constant litigation since that time. 
The secretary of the society, William 
H. M. Stover, was fined $500 on a charge 
of soliciting insurance for an unlicensed 
company, namely, National Hospital 
Service Society, Inc. The decision was 
appealed and was affirmed by the muni- 
cipal court of appeals for the District 
of Columbia. There followed an action in 
the district court of the United States for 
the District of Columbia for mandatory 
injunction to compel the issuance by the 
superintendent of insurance of a license. 
This cause is entitled, National Hospital 
Service Society, Inc., vs. Albert F. Jor- 
dan, superintendent of insurance, Civil 
Action No. 7036. The petition of the 
society was dismissed by the court, and 
that judgment was affirmed by the U.S. 
Court of Appeals. 

On Oct. 12, 1942, certiorari was denied 
by the U.S. Supreme Court. One argu- 


Mo. Mail Order 
Insurers to Let 
Selves Be Sued 


Following through on his intention 
that he announced at the June meeting 
of the National Association of Insurance 
Commissioners, Superintendent Scheu- 
fler of Missouri has advised commis- 
sioners of other states that four Mis- 
souri mail order insurers have filed with 
the department a power of attorney 
form for the purpose of furnishing a 
means of litigating disputed claims in 
the courts of a state in which a policy- 
holder may reside. Those companies 
are American Life & Accident of St. 
Louis and Postal Life & Casualty, Na- 
tional Protective and Old American of 


ment of the society was that the present 
superintendent could not deny a license, 
due to the fact that the license had pre- 
viously been issued by two of the super- 
intendent’s predecessors. On this point 
the court said, “No doubt appellee’s pre- 
decessors acted from the best of motives, 
but they misunderstood and violated the 
statute. Appellee should not be required 
to repeat their illegal acts.” If this de- 
cision had been otherwise, the superin- 
tendent of insurance would have been 
bound by the acts of his predecessors, 
and mistakes or errors in judgment 
would thereby be perpetuated. 





R. J. Costigan to Speak 

R. J. Costigan, Missouri manager of 
Business Men’s Assurance is to speak 
before the Oklahoma Accident & Health 
Underwriters Association sales  con- 
gress, Oklahoma City, Sept. 24, on 
“Meeting Objections.” He is secretary 
of the Leading Producers Round Table 
of the National Association of Acci- 


dent & Health Underwriters. 


Kansas City. The powers of attorney 
that appoint the insurance superintend- 
ent as agent for service of process is. 
sued from courts of the various states 
are effective on Sept. 15, 1943, to August 
of 1945. The superintendent may ter. 
minate the arrangement at any time 
upon written notice to the insurer, 

Mr. Scheufler express the hope that 
this plan may solve “to some extent at 
least the problems involved in the 
carrying on of a type of business cur- 
rently sanctioned by the laws of the 
land.” 


Provision of Powers 


The powers of attorney provide that 
a policyholder residing in a state in 
which the insurer is not licensed may 
litigate a claim and have service of 
process issued to the insurer. The 
service of process in duplicate together 
with duplicate copy of statement, dec- 
laration or petition shall be forwarded 
by proper process serving Official, by 
registered mail, to the Missouri insur- 
ance superintendent. The superintend- 
ent will accept and acknowledge the 
service in his discretion provided that 
the issuing state is not one in which 
the right to make a defense is denied 
such company and provided that the 
superintendent shall have 20 days in 
which to accept or reject the service 
and that the service permits the insurer 
30 days after acceptance in which to file 
proper pleading or enter its appearance. 

Reference to this procedure in policy 
forms or advertising matter can only be 
made with the approval of the Missouri 
superintendent. In the policy form 
there is to be included a statement that 
the company has on file with the super- 
intendent a power of attorney, irre- 
vocable for its term authorizing the su- 
perintendent to accept and acknowledge 
service of process in a court of record 
and under the laws of another state 
“where the company is not deprived of 
its right to defend the case on its 
MEFS, 4.6." 
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Some Cases in Prospect File 


That Agent Did Not Sell 


By THOMAS E. BERRY 
Hillsboro, O. 


1 wanted to add some new prospects 
to my list, so L called on a banker a 
and asked him if he would — 
names and addresses ot —— fa) As 
acquaintances who were ee tr 
fnanciaily, morally, and physica A a 
ie several names and sal 1a 


yen that 
. were A-1 financially and — 
and appeared to be “pretty husky 
chaps,” as he expressed it. weasel 


[ s 2m was a gO 
Une of these me al be 
ect from the start. Anyone — = 
that He owned lite mers said 
: re some 
i + some more, but for s 
he might buy so! : og 
5 ’t close him. ne day 
reason, I couldn't mn. Sine oor 
I saw ‘him in the county seat a a _ 
did most of his trading, and Ro 
“You have no doubt bought many things 
fami d for you, hike most 
for your family today, for you, wens 
farmers of your age, Just lve for yé 
family; but | wonder if you — 
to our examiner to let him chec — 
over, as I suggested, so we can_order 
: j > , 2 
that life insurance estate for yout 


Went to Examiner’s Office 


“No, I haven't,” he replied, ta he 
might drop around after awhile and le 
i ok me over. . 
Meats a wise thing to do,” I said, 
“you'll always find our examiner in 
his office from 2 to 4 o’clock. a 

I went to this examiners office late 
that evening to see if my prospect had 
been in and his office girl told me that 
he had but that the doctor was away 
on a trip and was not expected back 
for several days. “Your man will be 
back,” she added. “I made an appoint- 
ment for him the last of the week.’ He 
kept the appointment, but again he 
missed the doctor. 

I called at this man’s home several 
times during the next few weeks, but 
I was unable to get him examined, even 
after he signed an application for a 
$5,000 policy. A few months later he 
became interested in some land that 
joined him and got out of the notion 
of buying any more life insurance. 


Kept on Calling 


But still I didn’t quit calling. I called 
on him occasionally, when I was in 
his community, but I didn’t talk life 
insurance. I was hoping he’d bring the 
subject up and on one of these trips 
he did. 

“T’ve been thinking that my daughter- 
in-law ought to have an endowment, but 
I expect she couldn’t get it now. She 
had a bad cold and she might have had 
a slight attack of penumonia and they 
tell me that insurance companies wont 
take you for awhile after you have pneu- 
monia. Is that right?” 

“That’s right,’ I said, “but did the 
doctor tell you definitely that she had 
pneumonia?” 

“No. He didn’t, but she had a bad 
cold on the lungs and she might have 
had it.” 


Trial Close Succeeds 


“Tl fill out the order for what you 
think your daughter-in-law should have 
and we'll see if we can get it for her,” 
was my trial close, and it worked. 

After I had filled out the order, I 
made a definite appointment with our 
examiner and the examination was made. 

“This woman had a very bad cold 
about three weeks ago and she almost 
had pneumonia,” the examiner said, “but 
she’s an A-i risk. She is the kind that 


lives long and then she comes from a 


very fine old family.” 

When the policy came I delivered it 
in a very good policy wallet, which 
pleased the whole family. Just as I was 
leaving my prospect that I hadn’t yet 
insured, he said, “some of these days 
I want my boy to take a policy in your 
good company and I might take one 
myself.” 

“Well, when you get ready, let me 
know and we’ll surely give you better 
medical service than I tried to give you 
about two years ago,” I replied. He 
laughed and said, “Oh, that’s all right. 
Maybe we'll have better luck finding the 
doctor next time.” 


Strike While Iron Is Hot 


I learned many things on this case, 
but the big thing I learned was to strike 
while the iron was hot, and to make 
sure that your prospect and examiner 
get together. It is sometimes very hard 
to get a busy doctor and a busy pros- 
pect together, but if you will be kindly 
and patiently persistent, you can get it 
done and you will be well paid for your 
efforts. 

Don’t spend too much time on the 
case you didn't quite close. but it will 
often pav you to be patient, and to 
occasionally put this type of prospect 
on your list of daily calls. By doing 
this, you will often salvage some of your 
previous efforts. I have closed cases that 
I thought were lost by calling back a 
day or two after I thought I had failed. 
“TI have been thinking that I ought to 
have taken out that policy,” one man 
said on one of these calls. “I feel the 
same way about it,” I added and with- 
out saying another word, I filled out 
the application for $5,000 and he signed 
it and gave me his check for almost $275. 
The next day he was examined but the 
company rejected him, and I gave him 
back his check. I was disappointed and 
SO was my prospect, but the company 
was right. About two years later he 
died suddenly, following a heort attack. 
All my efforts seemed to be lost in this 
case, but they weren’t, for this sudden 
death well demonstrated the value of 
buying life insurance while one is in 
good health, and able to get it. I soon 
closed several cases of “procrastinators” 
in the community. 


Do Persistent Work 


When you get well acquainted in a 
family, work in it persistently. I 
learned this on the case I didn't close, 
on account of the failure of the pros- 
pect and examiner to get together. I'll 
do more business in the family and I 
may even close my first contact, given 
me by my banker friend. I still call on 
him, and he has told me that when he 
sells a bunch of hogs, some time, he 
may buy some life insurance, for him- 
self. Of course I am interested in his 
hog feeding operations. I know, too, 
about when a bunch is ready for market. 
You must learn to be a careful observer 
in the life insurance business, and to be 
a good listener, and to remember well 
your conversation on previous calls. 


Learning from One’s Cases 


You never quite learn the life insur- 
ance business. You can learn as much 
from the cases you didn’t close as you 
can from those you closed. If you 
don’t think so. go back to the last ten 
cases you didn’t sell and say, “You 
know I am trying to learn the life in- 
surance business, and for some reason, 


I didn’t quite get you sold. Would you 


mind telling me why? It will help me 
on other cases.” Some prospects won’t 
tell you anything, but most of them will 
give you the reason, and sometimes you 
can answer it and fill out the order at 
once. I have done this several times. 





Points to Advantage 
of Making Friends 
with Small Sales 


By C. B. WESTLAKE 


I feel that the man to whom I can 
sell from $1,000 to $5,000 insurance is 
a man much easier to sell because while 
his income is limited, he feels very 
strongly the need for some protection 
for his wife and children. He may 
have a small home and he knows that 
in the event of his death, the mortgage 
must be cleared up and at least a 
small adjustment fund left to the widow 
or she mav lose everything. 

Being able to sell ordinary life or 20- 
pay policies from birth enables me to 
offer many individuals who otherwise 
would not buy at all or certainly could 
not have the advantages of this low cost 
insurance at an early age. Many par- 
ents today are purchasing life insurance 
on the lives of their children, not with 
the idea of showing any profit or even 
final expenses should anything happen 
to the child, but giving the child a low 
cost policy which will never increase in 
rate and can be turned over to them 
when they are able to carry it them- 
selves and have insurance that they will 
never think of dropping. 

I sell many $1,000 and $2,000 policies 
but I would rather have 100 policyhold- 


C. B. Westlake, Chicago agent of the 
Bankers Mutual Life of Freeport, IIL, 
has completed his seventh consecutive 
year as a member of the $100,000 Club. 
Mr. Westlake makes a specialty of in- 
suring wage earners. He always has 
1,000 or more names on hand and olten 
a month’s sales will be made altogether 
to persons he did not know the pre- 
ceding month. About 75 percent of his 
prospects are closed on the first inter- 
view. 


ers from whom I can get names and 
references than three or four large pol- 
icyholders who might have $25,000 or 
$50,000 each. In other words, I feel it 
is of much more benefit to me to have 
100 friends who are $1,000 policyholders 
rather than two or three big business 
men carrying $25,000 or $50,000 each 
who are continually besieged by other 
agents for business, making competition 
much tougher. 


Close on First Interview 


I close a considerable amount of my 
business on the first interview and my 
average is one application out of 98 re- 
jected and less than a 5 percent lapse. 
Naturally 5 percent lapse on 100 $1,000 
applications would make a smaller dent 
in my renewals than one $25,000 or 
$50,000 lapse. Selling in this bracket I 
often write from two to as high as five 
or six in one family. 

I get my prospects, for after all I 
have to have prospects and plenty of 
them, from friends, policyholders, lodge, 
club, church or the superintendent of a 
factory. From physicians I get the 
names of new born babies. I never have 
less than 500 to 1,000 names. If I see 
my list running short of five hundred, I 
take names from the telephone book. I 
line up 300 to 500 names this way and 
send out 100 letters at a time telling 


them that I will call on them within a 
few days. 

I cali on the lady of the house in the 
day time when | have the most time, 
get the information | want as to how 
many there are in the family and how 
mucn insurance each one has. If I think 
I can sell them more insurance, I find 
out the best time to see the husband and 
make a definite appointment to see them 
together in the evening. My experience 
Over many years has proven that if 
mamma wants something papa usually 
buys it, so if I have the wife interested, 
my sale is more than half made. I make 
from 10 to 15 calls a day, work three 
hours in the daytime and three hours 
in the evening. I feel that Saturday 
afternoon is an excellent time to catch 
the husband at home and have a chance 
to talk to him just after he has come 
home with the pay check. 

I write all my business on quarterly, 
semi-annual or annual basis and almost 
always get the first premium or a de- 
posit. I sell ordinary life or 20-pay life. 
The letters I send out have a return 
card but I follow up every single letter 
regardless of whether I get the card 
back or not as I have told them in the 
letter that I will call on them in a few 
davs. 

Working from telephone book leads 
Or sometimes from policyholders’ cards, 
I find the policyholder mav be too o'd 
to buy insurance, but I am just as happy 
with him as I would be with a younger 
person because he usually has children 
and sometimes grandchildren and real- 
izes the advantages of purchasing insur- 
ance at the younger ages. 


Bankers, Neb., Agency Committee 


R. R. Burtner, Harrisburg, Pa.: Earl 
F. Goodrich, Topeka, Kan., and H. E. 
English, Chicago, general agents of 
Bankers Life of Nebraska, have been 
named from the field as members for 
the next six months of the agent and 
executive committee that has taken over 
production management during the ab- 
sence of Charles H. Heyl, agency di- 
rector, now in the armed = services. 
Henry W. Foutz, superior of agencies, 
is head of the groun of underwriters and 
actuaries representing the home office. 
New endowment policies were approved 
at the September meeting. Advices from 
Mr. Hevl are that there is every indica- 
tion that his batterv will shortly be sent 
overseas, but “without me, because I 
am too old unless I were a colonel, and 
that’s out.” 








Convention Dates 





Sept. 23-25, Mortgage Bankers Asso- 
ciation, Chicago, Drake Hotel. 


Sept. 25-27, Life Office Management 
Association, Chicago, Edgewater Beach 
Hotel. 

Sept. 28-30, National Fraternal Con- 
gress, Cleveland, Hotel Cleveland. 


Oct. 4-7, American Life Convention, 
Chicago, Edgewater Beach Hotel. 


Oct. 13-14, Actuarial Society of Amer- 
pe aia York City, Waldorf-Astoria 
otel. 


Oct. 16-16, Institute of Home Office 
ees, Chicago, Edgewater Beach 
Hotel. 


Oct. 19-21, .ife Advertisers Association, 
New York City. 


Nov, 16-18—Research Bureau and Life 
Agency Officers, Chicago, Edgewater 
Beach Hotel. 


Dee. 1, Institute of Life Insurance, New 
York City, Waldorf Astoria Hotel. 

Dec. 2-3, Association of Life Insurance 
Presidents, New York City, Waldorf- 
Astoria. 

Dec. 5-6, National Assoctation of In- 
surance Commissioners, mid-year meet- 
ing. New York City. Pennsvivanta Hotel. 

Jan. 11-12, National Association of Ac- 
cident & Health Underwriters, winter 
meeting, Des Moines, Hotel Fort Des 
Moines. 
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Cartoons Used 
in Clever Prospect 
Getting Leatlet 


NEW YORK—Guardian Life of New 
York has brought out a novel leaflet 
for getting names of prospects from 
centers of influence. It is entitled “A 
Message to from “3 
space being left for filling in the names. 
It is illustrated by a well known car- 
toonist, Don Herold. The text accom- 
panying the sketches says: 

“If your idea of talking to a life in- 
surance agent is like this, a mess of 
statistics scrambled into a perfect maze 
by someone with a face like sack-cloth 
and ashes ...a dark picture of impend- 
ing doom... or even worse than just a 
dull buzzing sort of one-man lullaby then 
you have a treat in store for you, because 
the Guardian (that’s the company where 
I have my insurance) has dug a 
deep, deep grave for rate-book acrobats, 
geniuses in comparative mathematics 
and prophets of despair They’ve 
pase that fellows like you and me 
are interested in only three questions: 
How does life insurance pay my family’s 
bread, clothes, rent and schooling (and 
maybe taxes!) if I’m not here to earn 
these for them? How will it do this 
for me when I retire? and How much do 
I pay the Guardian to do this for me? 


Mentions ‘Graph Estate’ 

“Well the Guardian has a simple sort 
of gadget they call Guardian Graph- 
Estate. Guardian Graph-Estate is like 
a game. You tell them what you want 


to do and they help you do it. It’s that 
easy! : 
“Now, I learned all about Graph- 


Estate from a fellow I‘ve grown to think 
a lot of. And so when he asked me, 
would I suggest someone else who 
might appreciate the sort of analysis he 
did for me (entirely without obligation, 
mind you), I said I would. And I did. 
So meet my friend the Guardian Graph- 
Estate man, Mr. Don’t think 
you're obligated to him or anyone else. 
For all I know your insurance may be 
all set but if you ever need insurance 
help he’s good to know. 
3est regards!” 


Changed Beneficiary 
from Sister of Assured 
to His Paramour 


The Georgia supreme court affirms 
the decision in the case of Quinton vs. 
Millican et al. in which the assured 
changed beneficiary of his group policy 
shortly before his death from his sis- 
ter to his paramour, designating the 
latter by name although the words 
“whose relationship to me is that of 
wife” were added. The owner, how- 
ever, was actually married to another 
woman who was appointed administra- 
trix of his estate. 

The sister claimed the proceeds as 
original beneficiary on the ground that 
the change was illegal because of im- 


moral condition. The wife contended 
that the consideration for the change 
was an immoral one. 

On appeal from the judgment giving 
the proceeds to the paramour, the 
higher court declares that since the 


contract was executed it should be al- 
lowed to stand. Power to change the 
beneficiary was reserved to the assured 
and where there are no restrictions as 
to the classes of beneficiaries, a man 
may make a policy payable to whom- 
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ever he pleases, said the court, regard- 
less of whether the beneficiary has an 
insurable interest in the life of the as- 
sured. 


Agent's Knowledge Binding 
on the Company 


More and more cases seem to arise 
where companies are held liable because 
of the knowledge of conditions by the 
agent. For instance, the St. Louis court 
ot appeals in Hollander vs. John Han- 
cock Mutual affirms the lower court. 
This was an action under an industrial 
policy and judgment was in favor of 
the plaintiff on the jury’s verdict. 

The company contended that in her 
application for reinstatement of the 
policy, the insured had made certain 
misrepresentations with respect to her 
condition of health, but the plaintiff 
claimed the agent knew that the insured 
had cancer at the time and represented 
that she was nevertheless entitled to re- 
instate her policy. This presented a 
question of fact for the jury, the higher 
court says, and in the absence of a 
showing of fraud and collusion between 
the insured and the agent, the agent’s 
knowledge is binding on the company, 
and, therefore, the lower court’s verdict 
is affirmed. 


Acacia Makes Big Chicago Gain 


The Chicago branch of Acacia Mutual 
Life, Manager Leland O. Nashem, 
more than completed in the eight 
months this year its entire quota of $2, 
195,000,000 for the year. This was an 
increase of 63% over the total for the 
same period of 1942. 

For August the Chicago branch wrote 


$437,142 against $169,572 in the same 
month last year, a gain of 158%. The 


branch has set a goal of $3,500,000 for 
1943. The branch ranks second in the 
company in sales this year, the home 
office branch being first. 

Lloyd K. Crippen, vice-president and 
actuary, who is in Chicago for the di- 
rectors’ meeting and conference of the 
Life Office Management Association, 
will tak to the Chicago branch next 
Wednesday. 


Security, Neb., Club Officers 

Mike S. Vencill of Kimball, Neb., 
with a personal production of $366,350, 
won the presidency of the Leaders Club 
of Security Mutual Life of Nebraska for 
1944. Mr. Vencill stood first place on 
the roll of honor nine months of the 
year, and has just finished two years as 
a member of the “App-a-Week” club. 
Seventeen agents won membership in 
the club, $150,000 vearly production be- 
ing the test of eligibility. They pro- 
duced $2,866,000, an average of $170,000 
each. Paul Schlichtemier, general agent 
at Scottsbluff, with a production of 
$234,000, is secretary and Willard Parks 
of Hastings, who never sold life insur- 
ance before last year, was third and won 
the vice-presidency. 


Nelson Addresses Keystone L.A.A. 


Wilbur Nelson of the Institute of Life 
Insurance gave the Keystone group of 
the Life Advertisers’ Association in 
Philadelphia an account of the coopera- 
tive advertising program of the life 
companies. The program is attracting 
wide and favorable comment both in 
insurance and from the public, he said. 


Aid War Fund Drive 


COLUMBUS, O.—Several Columbus 
insurance men are taking an active nart 
in the National War Fund campaign. 
Paul M. Smith, New England Mutual, 
is chairman of the insurance committee; 
Robert K. Zimmer, Penn Mutual, nro- 
fessional men: Stephen R. Fraher, Mas- 
sachusetts Mutual, commercial: Ben F. 
Hadley, Equitable of Iowa, industrial. 


Mutual Life Des Moines Rally 
Roger Bovrland, director of sales pro- 

motion, and Walter Smith, supervisor of 

underwriting for the Mutual Life of 


New York, will attend the Des Mooines 
agency field club meeting Sept. 25. 
About 25 leading agents in the agency 
are expected to attend the meeting. 





Clinton Davidson, who was a promi- 
nent figure in the life insurance business 
in New York when he headed the 
Estate Planning Corp. there. is now a 
partner in the Fiduciary Counsel at 
Jersey City, a business research and 
management firm, which has just issued 
a large, illustrated booklet on “tool 
money.” This is a study of the need of 
business and agriculture for post war re- 
serves free from taxation and renegotia- 
tion, to use in post war conversion, re 
habilitation, accellerated depreciation, 
delayed repairs, inventory losses, etc. 
It is being presented to committees of 
Congress. 








Statement of the Ownership, Manage- 


ment, Circulation, ete., Required by the 
Acts of Congress of August 24, 1912, and 


March 3, 1933, 
Of The National Underwriter Life Insur- 


ance Edition, published weekly at Chi- 
cago, Ill., for October 1, 1943: 
State of Tllinois,) 


County of Cook. § 58: 

Before me, a notary public, in and for 
the state and county aforesaid, person- 
ally appeared Howard J. Burridge, who, 
having been duly sworn according to 
law, deposes and says that he is the sec- 
retary of The National Underwriter Co., 
publishers of The National Underwriter 
Life Insurance Edition, that the follow- 
ing is, to the best of his knowledge and 
belief, a true statement of the owner- 
ship, management and (if a dailv paper, 
the circulation), ete. of the aforesaid 
publication for the date shown in the 
above cantion, required bv the Act of 
August 24, 1912. as amended by the Act 
of March 8, 1933. embodied in section 
537 Postal Laws and Reeulations, printed 


on the reverse of this form, to wit: 
1. That the names and addresses of 
the publisher, editor, managing editor, 


and business managers are: 

Publisher, The National Underwriter 
Co.. Chicago, 11). 

Fditor. C. M. Cartwright. Evanston. Ill. 

Managing Editor, Levering Cartwright, 
Evanston, Ill. 

Business Manager, H. J. Burridge, 
Hinsdale, Il. 

2. That the owner is: (if ow 
corporation, its name and address must 
be stated and also immediately there- 
under the names and addresses of stock- 
holders owning or holding one percent 
or more of total amount of stock. If not 
owned by a corporation, the names and 
addresses of the individual owners must 
be given. If owned bv a firm, company, 
or other unincorporated concern, its 
name and address as well as those of 
each individual memher, must bea given.) 


ned bv a 


The Natienal Underwriter Co., Chi- 
cago, New York, Cincinnati. 


Southern Ohio Savings Bank & Trust 
Comnanv,. Cincinnati. Ohio. trustee for 
Stela Goss Wohleemnuth. Flizabeth W. 
Herschede and John F. Wohlgemuth. 

C. M. Cartwright, Evanston, III. 

H. J. Burridge, Hinsdale, III. 

G. W. Wadsworth, Highland Park, III. 

R. E. Richman, Boston, Mass. 

3. That the known bondholders, mort- 
gagees, and other security holders own- 
ing or holding 1 percent or more of total 
amount of bonds, mortgages or other se- 
curities are: (If there are none, so state.) 

None. 

4. That the two paragraphs next 
above, giving the names of the owners, 
stockholders, and security holders, if 
any, contain not only the list of stock- 
hoiders and security holders as they ap- 
pear upon the books of the company, but 
also, in cases where the stockholders or 
security holders appears upon the books 
of the company as trustee or in any 
other fiduciary relation, the name of the 
person or corporation for whom such 
trustee is acting is given; also that the 
said two paragraphs contain statements 
embracing affiant’s full knowledge and 
belief as to the circumstances and con- 
ditions under which stockholders and se- 
curity holders who do not appear upon 
the books of the company as trustees, 
hold stock and securities in a capacity 
other than that of a bona fide owner 
and this affiant has no reason to believe 
that any other person, association, or 
corporation has any interest direct or 
indirect in the said stock. bonds or other 
securities than as so stated by him. 

». That the average number of conies 
of each issue of this publication sold or 
distributed, through the mails or other- 
wise, to paid subscribers during the six 
months eee: the date shown above 
is his information is re- 
quired from dally publications only.) 

he National Underwriter Co.. pub- 
lisher, by Howard J. Burridge, sec- 
retary. 

Sworn to and subscribed — 
this 18th day of as ay 194 

a e O'Connor, Jr., 

(Seal) Notary Public. 

(My commission expires Sept. 27, 1945.) 


me 
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INQUIRIES, SALES, PROFITS 


years the results of 
studied. Always 


Each year for twenty-seven 
Fidelity’s lead service have been 
they have proved gratifying. 


The percentage of replies 
most active in the use of the service last year ran up 


to 19°%,—sales ran as high as one for every 3.4 leads. 
In all, $260,000,000 of life insurance has been written 
of these leads. 


in the twenty agencies 


in direct consequence 


Last year, the average return to the agent was $2.86 
in first year premiums for each name circularized— 
whether or not reply was made. 
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Congratulations 


to the Life Underwriters 
of the United States 
for the outstanding job 


they have done in selling 


War Bonds. 
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| things you should do 
to keep prices down! 


If prices soar, this war will last longer, and we could all go broke when 


it’s over. Uncle Sam is fighting hard to keep prices down. But he can’t 


do it alone. It’s up to you to battle against any and every rising price! 


To help win the war and keep it from being a hollow victory after- 


ward—you must keep prices down. And here’s how you can do it: 


im PAY NO MORE THAN 
CEILING PRICES 


If you do, you’re party to a black market that 
boosts prices. And if prices go up through the 
ceiling, your money will be worth less. Buy 
rationed goods only with stamps. 


Ds DON'T ASK MORE MONEY 


in wages for yourself, or in prices for goods you 
have to sell. That puts prices up for the things 
all of us buy. We’re all in this war together— 
business men, farmers and workers. Increases 
come out of everybody’s pocket —including yours. 


3, SUPPORT HIGHER TAXES 


It’s easier and cheaper to pay for the war as you 
go. And it’s better to pay big taxes now—while 
you have the extra money to do it. Every dollar 
put into taxes means a dollar less to bid for 
scarce goods and boost prices. 





6. SAVE FOR THE FUTURE 


Money in the savings bank will come in handy 
for emergencies. And money in life insurance 
protects your family, protects you in old age. 
See that you’re ready to meet any situation. 


1. BUY ONLY WHAT YOU NEED 


Don’t buy a thing unless you cannot get along 
without it. Spending can’t create more goods. It 
makes them scarce and prices go up. So make 
everything you own last longer. ‘“‘Use it up, 
wear it out, make it do, or do without.” 


4, PAY OFF OLD DEBTS 


Paid-off debts make you independent now... 
and make your position a whale of a lot safer 
against the day you may be earning less. So pay 
off every cent you owe—and avoid making new 
debts as you’d avoid heiling Hitler! 


‘e BUY WAR BONDS 


and hold them. Buy as many as you can. Then 
cut corners to buy more. Bonds put money to 
work fighting the war instead of letting it shove 
up prices. They mean safety for you tomorrow. 
And they’ll help keep prices down today. 


KEEP PRICES DOWN... 


Use it upr. ..Wear it out... 
Make it do... Or do without. 


This advertisement, prepared by the War Advertising Council is contributed 
by this magazine in cooperation with the Magazine Publishers of America. 





